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Rearranging| | 
Entire Plant 
For New Car 


All Departments Undergo 
Changes to Produce 
Low Price Line 


Detroit, July 13.—With a 
complete rearrangement and 
renovation of its plant well 
under way, the Packard Mo- 


tor Car Co. has started a 
major readjustment of its organ- 
ization. The widespread changes 
and additions in both personnel 
and manufacturing facilities are 
being carried out not only to 
maintain sales of Packard cars, 
but also in. anticipation of the 
greater activity to follow intro- 
duction of the low price car on 
which Packard is now intensively 
at work. 

Without requiring any decrease 
in the manufacturing operations 

(Continued on Page 14, Col. 1) 


Wholesale Car 


Financing Tops 
Retail Volume 



















e— NOTICE: Irate per- 
sons wishing to shoot the 
column conductor won’t find him 
any more in Suite 626, New Cen- 
ter Building, Detroit. For why? 
Because ADN has had growing 
pains and has moved into larger 
quarters in the same building— 
Suite 527, a floor below the old 
place. Even at the risk of being 
shot, the editor invites visitors. 
He will show ’em a real sanctum 
—photographs on the wall, a big- 
ger and better paste pot and a 
waste basket guaranteed to be 
double the capacity of the old 
one. And the corner room in 
which the publisher sits has an 
extra-large transom for the easy 
delivery of advertising copy. 

*. * 

A ROSE by any other name 
would smell as sweet, so why 
worry if the New York and Chi- 
cago shows are local affairs rather 
than national? I’m willing to 
wager not one person in 5,000 
among those who pay their way 
into the displays of 1935 models 
will know the difference or care. 

While the pact between the 
manufacturers and the dealers 
has not as yet been signed, sealed 
and delivered, one is not risking 
his reputation as a prophet in 
saying that the switch in promot- 
ers is not going to make one iota 
of difference so far as the public 
is concerned. And with the pub- 
lic, after 34 years, going to the 
New York automobile show has 
become a fixed habit, just as 
taking in the six-day bicycle race 
in Madison Square Garden has 
become a habit with New Yorkers. 
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Chicago, July 13,—For the first 
time in financing history, whole- 
sale volume exceeded retail this 
year during the first four months, 
according to compilations made 
by the National Assn. of Finance 
Companies. 

The figures, just made public, 
show that “during the first four 
months of this year the reporting 
finance companies made whole- 
sale loans amounting to $326,600,- 
000 against a total retail volume 
covering both new and used cars 
of $248,500,000.” 

“Thus, wholesale volume ex- 
ceeded retail by more than 31 per 
cent. There was no month prior 
14, Col. 













* * 


AS I GET IT after listening at 
various keyholes this week, I 
fancy New York will inau- 
gurate the 1935 show circuit as 
it always has in the past, for I 
hear the New York dealers want 
the same old dates. Chicago, too, 
is apt to take the same week it 
always has had, the end of Janu- 
ary and the beginning of Febru- 
ary, and the other cities will put 
red circles around the dates they 
have used in other years and it is 
going to be hard for us to note 
any material difference between 
the next show circuit and its 
predecessors. 

* cd *” 


MEBBE NEW YORK and Chi- 
cago automobile editors and ad- 
vertising men will be a-worrying 
about factory attendance, but I 
sorta feel as if this will not be 
lacking, although of course there 
probably will not be as many 
from the plants as in other years. 
But both New York and Chicago 
are too important in the opinion 
of the sales managers to be 
slighted and the brass hat bri- 
gade will be there in full strength, 
I think. 

And there should be gobs of 
advertising and the papers should 
not lose any revenue because 
New York is locally promoted 

(Continued on Page 15, Col. 1) 
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MEMA Index 
For May Below 
April: ‘Top 1933 || 


New York, ais 13.—The grand 
index of shipments from factories 
of members of the Motor and 
Equipment Manufacturers Assn. | 
during May dropped to 115 from | 
the April index of 127, but stayed 
well above the May, 1933, index 
of 71. January, 1925, is taken as 
the base index of 100. 

At the same time, the May in- 
dex of car and truck production 
fell 10 points to 146, and the in- 
dex of general business, as shown | 
by bank transactions, dropped 
from 68 to 62. 

Although service equipment 
shipments and accessory ship- 
ments to wholesalers showed re- 
Col. &) 
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Packard Prepares for. Blessed Even 


| . ° 
| an estimate of the automotive re- 











Rejuvenator Industry’s Lab . Labor 
, ‘| Board to Remain 
In Present Form 





Washington, July 13.—The 
Automobile Labor Board will re- 
main as constituted at present 
and its functions will continue the 
same. 

That much has been made clear 
here this week as the new Na- 
| tional Labor Relations Board has 
gone about its task of assuming 
jurisdiction over the troublesome 
labor situation extending from 
coast to coast. 

Definite assurance with respect 
to the automobile board and its 
future is given by Chairman 
Lloyd Garrison of the new na- 
tional labor tribunal in the state- 
ment that the Detroit agency will 
not, be modified in the slightest 
detail. Acompanying the state- 
ment was an expression of com- 

(Continued on Page 3, Col. 3) 








ALVAN MACAULEY 
President Packard Motor Car Co. 


$2,394,666 Dealer Code 
Administration Budget 
Asked; Hearing July 25 


tail trade as a $10,000,000,000 a 
year enterprise. 

Specifically it is stated in the 
NRA statement with reference to 
the proposed budget: 

“It is estimated that there are 
39,505 new and exclusive used car 
dealers doing an estimated an- 
nual business in their respective 
establishments from all sources, 
that is, new cars, used cars, parts, 
accessories, labor and miscellan- 
eous items, of $9,579,230,837. As- 
sessments for expense of admini- 
stration are predicated only on 
new and used car sales, and the 
new and used car sales are esti- 
mated at a minimum of $2,500,- 
000,000 which upon those sales 
represents less than one-tenth of 
one per cent.” 

Public hearing on the proposed 
budget and assessment structure 

(Continued on Page 11, Col. 1) 


N RA Millian 
Consolidating 


Kindred Codon 


Washington, July 13.—Turning 
now to the task of administering 
the codes of fair competition 
which it spent more than a year 
7 in formulating, the NRA is con- 
6 | vinced that its new task could be 
: . : | greatly simplified by reducing 
fa eg — oe };}the number of codes through 

— 10,2 Mrys. 9,G01— | consolidation of those affecting 

Total All Makes | different branches of a given 
804,119 531,867 enterprise. 

See complete cumulative Specifically, NRA finds itself 

figures including June to today with 475 approved codes on 





Washington, July 13.—A budget 
of $2,394,666.66 for administration 
of the code of fair competition for 
the automobile retail trade was 
submitted to the NRA for ap- 
proval this week. The sum sought 
is designed to finance the opera- 
tions of both national and re- 
gional code authorities for the 
12 months from July 1, 1934, to 
July 1, 1935. 

Basing the proposed assessment 
structure is the suggestion that a 
flat charge of $4 be made upon 
each member of the national con- 
trol committee, a program which 
will raise a total of $129,900. The 
basis of contribution for the re- 
mainder of the budget fund varies 
widely in the 53 regional districts. | 

The budget is calculated upon 


The Top Ten 


First Ten in Registrations 
as Reported in ADN Today 


1934 Make 1933 
1—240,061 Ford 102,186— 2 
—214,536 Chev. 183,751— 1 
3—130,141 Ply. 74,091— 3 
4— 41,420 Ddge. 25,317— 
5— 33,950 Pont. 33,913— 
6— 27,893 Hud. 12,836— 
i— 26,279 Olds. 13,772— 
8— 23,436 Buick 20,245— 6 
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i Dealers Name 


-| Vesper toSeek 
Full Support 


Petition Cites Need for 
Factory - Dealer 
Co-operation 


Detroit, July 13.—Realiz- 
ing that the ultimate suc- 
cess of the Motor Vehicle 
Retailing Code will be 


measured largely by the ex- 
tent of co-operation on the part 
of automobile manufacturers, 
dealers throughout the nation are 
preparing a petition to F. W. A. 
Vesper, president of the National 
Automobile Dealers’ Assn., nam- 
ing him as their emissary to 
enlist the co-operation of all 
manufacturers behind the dealer 
code. Petitions are now being 
circulated throughout the country 
and in Michigan, alone, 578 deal- 
ers have already affixed their’ 
names to the dotted line. 

The complete text of the peti- 
tion is as follows: “We the under- 
signed dealers, holding contracts 
with motor vehicle manufactur- 
ers and operating under the Mo- 
tor Vehicle Retailing Code in the 
State of do hereby re- 
spectfully demand that you, as 
president of the National Auto- 
mobile Dealers’ Assn., submit to 
the president of each motor ve- 
hicle manufacturing unit in the 
United States, the following peti- 
tion, with authority on our behalf 
to negotiate any agreement or 
understanding necessary to carry 
into full force and effect the de- 
mand and suggestion herein con- 
tained. 

“Seven months’ experience 
operating under the Code of Fair 
Competition for the Motor Ve- 
hicle Retailing Trade oe resulted 


(Continued on Page 14, Col. 2) 


Maryland mil 
Hears Klingler’ s 


Selling Program 





Ocean City, Md., July 13. 
Characterizing the automobile 
business as a _ partnership be- 


tween manufacturer and dealer, 
and expressing a philosophy of 
sound planning for the future 
which permits of no over-crowd- 
ing of dealers, H. J. Klingler, 
president and general manager of 
the Pontiac Motor Co., told sev- 
eral hundred motor car dealers 
from Maryland, Delaware, Vir- 
ginia and the District of Colum- 
bia attending the annual conven- 
tion here of the Automobile Trade 








date, pages 16- 17 this issue. | its hands, with more than 250 
ceenereennenenas (Continued on Page 8, Col. 3) 


The text of Klingler’s speech can 
be found on Page 12 of this issue. 





Assn. of Maryland that no manu- 
facturer could operate over a 
long period unless he recognized 
that his success is in proportion 
to the success of his dealers. 
Taking as his subject “The Im- 
portance of An Intelligent Com- 
mercial Program,” Klingler de- 
clared that without a program 


(Continued on Page 14, Col. 3) 














Year Should Net Over 
1,850,000 Cars Alone 


Detroit, July 13.—With the first half of the year now 
out of the way, and with sufficient figures on sales and 
production during that period on hand to give us a back- 
ground to work upon, it may be interesting to speculate 
on what is in store for the coming six months. 
thought in mind Automotive Daily News has prepared 
the accompanying table showing what took place in the 


last half of 1933 to give us something concrete to shoot at. 
During the first half of the cur- ¢ 


rent year passenger car registra- 
tions, with June estimated at 
220,000, reached a total of 991,479 
units. This was an increase of 


45 per cent over the 682,365 units | 


registered in the first six months 
of 1933. If this ratio of increase 
could be maintained over the last 
year’s figures in the last half the 
passenger car total alone at the 
end of the year would be in ex- 
cess of 2,000,000. This develop- 
ment is scarcely likely, however, 
in view of the fact that the last 
half of 1933 exceeded the first 
half by a wide margin. 
ures were 682,365 in the first half 
against 811,427 in the final half. 


Past Performance 
During the past eight years, on 


the average, the year has been | 


divided up so that approximately 


The fig- | 


55 per cent of all new passenger | 
car sales have been made during | 


the first six months of the year, 
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Last Half 1933 Sales Make Good Target for 1934: 


With this 


Tire Men Battle 
Illinois N.R.A. 


Chicago, July 13.—A bill of in- 
junction attacking the price fix- 
ing provisions of the NRA so 
far as retailing of tires is con- 
cerned was filed Wednesday in 
| the Federal District Court here 
by the A-1 Tire Co. and the 
| Douglas Auto Parts Co., both of 
Chicago, and the Toledo Tire 
Corp., of Toledo, O. 

The petition contends that Gen. 
Johnson’s administrative order, 
effective May 10, under which the 
code is enforced “has the effect 
of eliminating and oppressing 
small enterprises and does and 
will operate to discriminate 








with the remaining 45 per cent | 


being checked in during the clos- 
ing half. If this ratio holds true 
in 1934, the total passenger car 
registration should run approx- 
imately 1,800,000 to 1,850,000 for 
the year. 


| dealers in tires and tubes manu- 


| whose products are not widely 


On this basis, the figures for | 


the last half of 1933 take on even 
greater significance as a target 
to shoot at in the 
months, as the total 


coming six | 
of 811,427 | 


for the last half of 1933, would | 


be about all we would be required 
to sell in order to make bogey. 
This figure added to the 991,479 
ears already 
the first half of this year would 


give us a total of 1,802,906 units | 


for the year. 

It will be interesting, then, to 
watch registrations during the 
coming months and compare 
them with the accompanying 
table. If each make registers its 
quota of cars equal to the 
amount registered last year, it 
may be said that we are doing a 
normal trade and each maker is 
getting his average share of 
available business. 


June and July 

June registrations will not re- 
flect fully the upturn in sales 
which occurred during the clos- 
ing two weeks of the month. 
This will be due to the fact that 
many of the cars sold during 
that period will not make their 
appearance in registrations until 
July as in many states owners 
will withhold registration in or- 
der to get the benefit of the half 
year registration fee which be- 
comes effective on July 1. These 
cars, however, will add to the 
total for July, and with reports 
from the field indicating little or 
no falling in pace during the 
first ten days as compared with 
June, the current month should 
not fall far behind the estimated 
220,000 units for June. If this 
holds true we will be making 
good strides toward our second 
half bogey, with indications that 
we should run well ahead of it. 


Norman Roblee 


Chicago, July 13.—Norman Roblee, 
veteran motor truck executive in 
charge of National User Sales for 
the International Harvester Com- 
pany, with headquarters in Chicago, 
died at St. Luke’s Hospital, Chicago, 
July 2. Roblee had been engaged 
in the motor truck business since his 
graduation from college. He was 
branch manager for the White Com- 
pany at Richmond, Va., until he en- 
tered the military service in Decem- 
ber, 1917. Through the war he 
served as a major in the air service. 
He was buried at Marion, Indiana. 


registered during | 


against them and against retail 


factured by small manufacturers 


advertised and not’ generally 
known to the public.” 
The suit is the first to be 


brought here in a Federal court | 
since the Illinois State NRA 
went into effect. 


Chry ae Sretinaiinen 


Detroit, July 13.—Complete pas- 
senger car registration figures | 
for the first five months of 1934, 
compiled by R. L. Polk and Co., 
show that the registrations of 
Chrysler cars in that period ex- 
ceeded those of the correspond- 
ing five months of 1933 by 536 
units, 9,826 against 9,290. It also 
is revealed that in three of these 
five months Chrysler registra- 
tions were ahead of the 1933 fig- 





ures. 





[Oldfield Wins 


Jinx Derby at 
Chrysler Exhibit 


Chicago, July 13.— Before an 
overflow crowd estimated at 12,- 
000 persons, Barney Oldfield, 
driving a 1904 Maxwell, won the 
Jinx Derby this afternoon at the 
Chrysler motordrome of the 
World’s Fair. Barney negotiated 
seven laps in eight minutes 22 
seconds. Second place went to a 
Maxwell driven by Charles A. 
Coey; third, to a Ford piloted by 
Harry Hunt, and fourth to an 
International, driven by E. H. 
Snazenberg. None of the cars 
was of more recent vintage than 
1908. 

The spectacular show drew 
many celebrities, including B. E. 
Hutchinson, president of Plym- 
outh and treasurer of Chrysler 
Corp.; Major Lenox Lohr, gen- 
eral manager of the Century of 
Progress; Charles M. Hayes, vice- 
president of the American Auto- 
mobile Assn., and numerous old- 
timers of the industry. 

Thomas J. Hay officiated as 
starter and the steward of the 
race was A. C. Faeh in his ca- 
pacity as A, A. A. representative. 
All of the drivers and many spec- 
tators were garbed in the cos- 
tumes of long ago. 

The cars were loaned by Chrys- 
ler for the July 13 race by the 
Wings of a Century Pageant of 
Transportation at the fair. 

The event proved a wildly ex- 
citing occasion, creating much 
amusement. Oldfield and _ his 
Hell Drivers put on their usual 
show of daredevil driving in 
Plymouths after the race and 
went considerably further in 
thrill producing than they gen- 
erally do at these four-a-day ex- 
hibitions. 





. ~ 

Exide Has Sales Program 

Philadelphia, Pa., July 13.—A bat- 
tery sales and merchandising pro- 
gram is being presented to the au- 
tomotive trade by the Electric Stor- 
age Battery Co., makers of Exide 
batteries. Meetings are scheduled in 
300 cities throughout the country, 
where the new program will be pre- 
sented by Exide sales representa- 
tives. A film production with sound, 


showing the plan in actual practice | 


at Exide Service Stations, is one 


feature of the event. 








Sales Target for Last Half 
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“Chrysler 4,100 4,053 3,357 2,531 1,330 669 || 9,290 9,826 
De Soto 2,496 2,876 2,578 2,005 1,206 714 || +%7,318 4,488 
Dodge 11,244 11,233 10,422 8,563 6,445 4,363 || 24,189 40,188 
Plymouth 31,891 32,003 29,565 25,454 19,000 12,176 || 70,141 124,835 
Group Total 49,731 50,165 45,922 38,553 27,981 17,922 || 110,938 179,337 
Ford 38,348 39,140 33,525 29,047 20,779 18,340 || 97,592 230,781 
Lincoln 215 179 176 162 87 111 || 940 886 
Group Total 38,563 39,319 33,701 29,209 20,866 18,451 98,532 231,667 
Buick 5,063 4,583 3,765 2,639 1,684 799 || 19,676 22,664 
Cadillac 383 357 304 286 191 120 || 1,821 2,436 
Chevrolet 58,397 55,611 49,392 44,055 25,602 10,003 || 175,192 204,121 
LaSalle 442 377 351 332 254 105 || 1,396 1,998 
Oldsmobile 4,438 4,042 3,541 2,824 1,817 866 || 13,281 25,149 
Pontiac 11,207 9,521 7,886 6,976 4,456 2,132 || 32,496 32,675 
| Group Total 80,930 74,491 65,239 57,112 34,004 14,025 || 243,862 289,043 
Terraplane 4,687 4,780 4,631 3,299 1,843 1,010 10,847 18,006 
Hudson 331 250 175 194 139 79 1,407 8,983 
Group Total 5,018 5,030 4,806 3,493 1,982 1,089 || 12,254 26,989 
Auburn 551 406 359 292 204 198 || 2,286 1,822 
Austin 335 332 280 257 171 117 || =: 1,801 683 
Continental 328 403 510 510 451 355 || 461 869 
- Franklin 153 142 110 100 97 52 || 532 279 
Graham 1,144 1,103 939 752 587 472 || 4,026 5,638 
Hupmobile 694 610 536 508 445 278 || 2,837 2,036 

Marmon 9 4 2 1 || 61° 

Nash 1,143 801 574 460 1,112 1,537 || 4,458 8,497 
Packard 806 675 974 893 624 360 || 3,842 2,224 
P.-Arrow 230 203 191 252 265 111 || 705 741 
Reo 396 299 364 437 342 199 || 1,210 1,432 
Stu’baker 4,119 3,200 2,205 2,364 4,218 2,826 || 13,118 17,665 
Willys 1456 1,420 1,201 1,035 780 571 || 6,366 2,411 
Total 185,660 178,661 157,976 136,326 94,180 58,624 || 508,262 771,479 





The above table showing passenger car registrations in the last half 


of 1933, makes a good target to shoot at. If we equal these figures 
we are hitting an average pace. 





June National Business 
Better Than Anticipated 





Detroit, July 13.—The nation’s 
business during June, beset by 
severe drought conditions and 
widespread publication of gloomy 
forecasts, fared much better than 
expected, the national index de- 
clining but one per cent from the 
May level, according to the 
monthly market survey of 147 
leading markets by the Research 
Department of Brooke, Smith & 
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as being closest to normal at the 
end of the month: Austin, Tex.; 
Bangor, Me.; Boise, Ida.; Charles- 
ton, W. Va.; Charlotte, N. C,; 
Cheyenne, Wyo.; Dallas, Tex.; Des 
Moines, Ia.; Harrisburg, Pa.; 
Lynchburg, Va.; Manchester, N. 
H.; Montgomery, Ala.; Pueblo, 
Colo.; Reno, Nev.; Richmond, Va.; 
Shreveport, La.; Terre Haute, 
Ind., and Yakima, Wash. 
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French, Inc., national advertis- 
ing agency, Detroit. 

Gains were recorded in 77 of 
the 147 trading areas,,13 remained 
at the May level and 57 lost 
ground, this market report re- 
veals. The national index stood 
at 30 per cent below normal at 
the end of June. 

Brightest spots on the June 
business map of Brooke, Smith 
& French, Inc., were the follow- 
ing markets, which are reported 


Chrysler July 
Sales Saane Up 





Detroit, July 13.—In spite of 
the fact that the mid-week holi- 
day tended to slow up business 
generally, Chrysler dealers had 
a very satisfactory record in the 
week ending July 7. They re- 
ported at retail in the United 
States, deliveries of 632 Chryslers 
and 3,189 Plymouths, or a total of 
3,821 units. 


This represents an increase of 
16.5 per cent over the correspond- 
ing week of last year and is more 
than three times as great as the 
corresponding week of 1932. 


In the 27 weeks of 1934 from 
Jan. 1 to July 7, inclusive, Chrys- 
ler dealers delivered at retail a 
total of 76,783 Chrysler and Plym- 
outh cars combined, This is an 
increase of 45.1 per cent over the 
52,936 units sold in the first 27 
weeks of last year and of 85 
per cent over the 41,506 units sold 
in the first same period of 1932. 


Truck Code Insignia 


Display Date Extended 


Washington, July 13.—A special 
ruling of NRA this week extended 
until July 28 the time within 
which the display of Blue Eagle 
insignia on motor trucks shall be 
required in the District of Colum- 
bia. Today, however, was made 
the official deadline for the regis- 
trations of such vehicles and the 
filings of schedules of minimum 
rates and tariffs by truck opera- 
tors subject to the industry’s code 
of fair competition. 

Special rulings also were made 
with reference to certain time 
limitations of the code as it ap- 
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Areas where June gains were 
five per cent or more included the 
following: Albany, N. Y.; Al- 
toona, Pa.; Augusta, Ga.; Beau 
mont, Tex.; Columbia, S. C.; Fort 
Worth, Tex.; Grand Junction, 
Colo.; Huntington, W. Va.; Lans- 
ing, Mich.; Miami, Fla.; Okla- 
homa City, Okla.; Pueblo, Colo.; 
Saginaw, Mich.; Spokane, Wash.; 


Tulsa, Okla.; Waco, Tex.; Wil- 
mington, Del., and Winston- 
Salem, N. C. 





plies to New Mexico. Truck own- 
ers in that State were given until 
July 30 to display registration in- 
signia. It was further provided 
that truckers registered prior to 
July 15 shall be entitled to vote in 
the first elections of divisional 
code authorities. 

The extensions in each case 
were requested by the national 
code authority of the industry in 
view of the difficulty met in set- 
ting up registration machinery. 


Expect Corn-Hog Checks 


To Hit Peak by August 
Washington, July 13.— With 
more than one-third of all coun- 
ty corn-hog allotment committees 
authorized to prepare regular 
contracts for the final signatures 
of producers, distribution among 
corn-hog farmers of approxi- 
mately $130,000,000 in first in- 
stallment corn-hog checks is ex- 
pected to be near the peak load 
by late July or early August, the 
Agricultural Adjustment Admin- 
istration announced today. 


Disbursements on first install- 
ment corn-hog adjustment pay- 
ment checks through July 9 total 
$7,702,070. The amounts paid by 
states are: Alabama, $13,350; 
Arkansas, $677; Indiana, $68,239; 
Iowa, $5,212,315; Maryland, $2,- 
636; Michigan, $680; Minnesota, 
$1,039,595; Missouri, $975,178; 
Nebraska, $23,964; Nevada, $16,- 
480; Ohio, $28,627; South Dakota, 
$99,262; Virginia, $2,230; Wash- 
ington, $85,079; West Virginia, 
$8,557; Wisconsin, $125,197. The 
total disbursements through July 
9 represent payments on 84,253 
early payment contracts to pro- 
ducers in 296 counties, and on 
36,124 regular payment contracts 
in 112 counties. 
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Car Makers Study Unemployment Insurance Law 


OO 


New Wisconsin Measure 
Gives Employer 2 Choices 


Detroit, July 13.—Automobile manufacturers here and 
elsewhere are watching with interest the outcome of the 
new Wisconsin compulsory unemployment insurance law 


which became effective on July 1. 


lowing requirements: 


The law has the fol- 


A. Due to the failure of industry in Wisconsin to co- 
operate on a voluntary basis, a compulsory unemployment 


insurance program was made effective on the first of July. 
B. The plan applies to every @—————___- a 


industrial or commercial concern 
having ten or more persons on its 
payroll. 

C. Such employers are offered 
the option of: 

1. Guaranteeing each em- 
ployee a definite amount (42 
weeks) of work, (the work-week 
to consist of at least two-thirds 
of the full time weekly hours); 
or 

2. Contributing (beginning in 
August) two per cent of his pay- 
roll into a reserve fund for un- 
employment benefits. 

D. Details relating to the ad- 
ministration of the unemploy- 
ment reserve funds set up in C-2 
are: 

Building Reserves 

1. The first year (until July 1, 
1935) will be devoted to accumu- 
lation of reserves during which 
no benefits will be paid out. 

2. The company’s contribution 
automatically drops from two per 





cent to one when a reserve of $55 | 
per employee has been reached | 


and will cease when a reserve 
amounts to $75 per employee. 

3. Employers are offered the 
choice of five repositories for 
their reserve funds. 

4. An employer’s fund can be 


recommended a plan under 
which: 

A. All industrial establish- 
ments (including transportation 
systems, mines, forestry workers, 
fisheries, clerical workers and 
sales persons) 
than two persons would be re- 
quired to contribute to unemploy- 
ment reserves established for 


their respective field or industry. | 

B. The contribution for each | 
|} company would be made jointly 
by employer and employee, prob- | 


ably on the basis of three per 


latter. 
C. In the event of unemploy- 
ment, relief payments would be 





employing more | 


| 





paid for a period not exceeding | 


| 26 weeks upon a sliding schedule | 


which would give workers under | 


21, living with parents not de- 


| pending on them, 30 per cent of 


their regular wages on up to 
adult workers with three or more 
dependents who would receive 65 
per cent of their regular wages 


| weekly. 


22,000,000 Workers 


D. It is estimated by the com- 


| mittee that its plan would apply 


used only to pay benefits to his | 


own employees and his liability 
is limited to the amount in his 
reserve. 

5. Only those employees who 
received $1,500 or less during the 
year previous to their total un- 
employment and who have been 


residents of the state for two | 


years are eligible for relief bene- 
fits. 


Ten Week Limit 
6. Benefits range from a mini- 


to 22,000,000 workers with aggre- 
gate weekly wages of $440,000,000. 

E. Other conclusions of the 
committee not indicated by the 
above are: 

1. Government should not con- 
tribute to the fund. 

2. Plan should be compulsory 
on all workers and insured in- 
dustries up to a certain wage 
limit, 

8. 


Benefits should be paid to 


| unemployed as a right and not 


mum of $5 per week per em- | 


ployee to a maximum of $10 per 
week and no employee may re- 
ceive more than ten weeks of 
unemployment benefit in any cal- 
endar year. 

7. No employee can be com- 
pelled to accept employment and 
an employee 


is free to decline | 


employment where the vacancy is | 


occasioned by a trade dispute or 
the wages, hours and conditions 
of employment are not those pre- 
vailing for similar work in the 
same locality. 

8. No employer may require 
contributions to the fund from 
his employees or deduct them 
from wages, but workers may 
augment legal benefits by setting 
up funds of their own through 
voluntary contributions. 

9. Other conditions of eligibil- 
ity for benefits are that the 
worker must be capable of and 
available for work if called upon; 
must not have been discharged 
for misconduct; and must not 
have left his job without good 
cause attributable to the em- 
ployer. 

10. Benefits due an employee 
under the law must be applied in 
part payment for any govern- 
mental relief employment. 

E. Regardless of the unem- 
ployment plan selected, all em- 
ployers coming under the act will 
be assessed by the state for the 
cost of administration and en- 
forcement. 

National Plan 

Holding that some form of un- 
employment insurance seems cer- 
tain of enactment at the next 
session of congress, President 
Roosevelt has appointed a com- 
mittee to study the Wisconsin 
plan. This committee on unem- 
ployment reserve legislation has 


|the committee declares that 








as a charity. 

4. Labor bureau or exchange 
with numerous branch offices 
throughout the country for the 
purpose of finding jobs for un- 
employed and for administering 
the plan should be established. 

Would End “Booms” 

F. Pointing to the experience 
with British system of unem- 
ployment insurance, a member of 
if 
the United States adopted unem- 
ployment insurance in 1920, “the 


tained such topheavy proportions 
and the subsequent depression 
would not have plumbed such 
distressing depths.” 


Engineering Tests Show 
Qualities of New Oil 


Detroit, July 13.—Results of a 
test conducted by members of the 
engineering department of the 
University of Detroit are offered 
as proof of the sustained driving 
qualities of Mergraf, a new mo- 
tor oil product which is to be 
released to the market in the 
near future. 

Two cars were driven from an 
automobile factory to the Uni- 


versity, where the crankcase oil | 


was drained from both. One was 
refilled with a current high-grade 
oil, and the other with Mergraf. 
The cars then started a continu- 
ous test drive. At 3,764 miles, the 
report states, the motor contain- 
ing the regular oil broke down, 
while the other car continued. 
The pistons of the second car 
showed signs of seizing at 5,025 
miles, and was taken off the test. 
An inspection, according to the 
report, showed the cylinder walls 
of the Mergraf car in perfect 
condition, while those of the 
other car were hopelessly ruined. 








late boom would not have at- | equipment 


|nance trade, 


Industry’s Labor 
Board to Remain 
In Present Form 


(Continued from Page 1) 
plete satisfaction with the man- 
ner in which the automobile 
board has functioned. 


Prior to the first organization 
and policy meeting of the Na- 
tional Labor Relations Board, it 
was assumed by many observers 
in Washington that the automo- 
bile board might be “re-estab- 
lished” to give it the same statu- 
tory basis as enjoyed by the long- 
shoremen’s and _ steel boards. 
These groups were appointed sub- 
sequent to the enactment of the 
revised labor relations act. The 
suggestion that they enjoyed a 
different status than the automo- 
bile board was met with the in- 
timation that changes might be 
made in the status of the latter. 

Early consideration of the sub- 
ject, however, indicated to Garri- 
son and his associates that such 


cent of the total wages by the | S Mop ts unnecessary. 


former and one per cent by the | 





Consolidating 
Kindred Codes 


(Continued from Page 1) 





se . 
others remaining to receive final | 


formulation. All together, that 
makes some 725 trade practice 
agreements a likelihood unless | 
something is done to effect a 


drastic concentration. 


Federal officials would like to 
see the final number of codes 


reduced to 300, less than half the | 
| dealers: 


number in prospect. Such a re- 
duction envisages some drastic 
consolidation steps, a _ process, 


which, it is reasonable to assume, | 





may include numerous codes af- | 


fecting automotive enterprise. 
When the codes of these groups 

were being drafted, few sugges- 

tions of consolidations 


were) 


heard, and those few mainly of- | 


fered by labor representatives. 
One of these was that the manu- 
facturers of automobile parts and 
equipment should be made sub- 
ject to the provisions of the 
automobile manufacturers’ code 
with respect to hours and mini- 
mum wages. 

NRA, however, ratified the de- 
sire of individual elements of the 
industry and trade to go alone 
with the result that the automo- 
tive field “grew” the following 
codes: Automobile manufactur- 
ers, automobile dealers, parts and 
manufacturers, bat- 
tery manufacturers, tire manu- 
facturers, garage and mainte- 
automotive equip- 
ment wholesalers, trucking indus- 
try, storage and parking trade, 
oil industry, and several smaller, 
subordinate groups with their 
special trade practice agreements. 

In defense of this variegated 
set-up, should it be challenged 
under the consolidation princi- 
ple, the different groups are in an 
excellent position to cite a re- 
markable absence of conflict be- 
tween the existing codes. 


Ickes Calls Gas Code 
Burden Well Justified 


Washington, July 13.—If the oil 
code forced motorists of the 
country to pay $160,000,000 more 
for gasoline in the past year 
than otherwise they would, it was 
worth it. So, at least, says Sec- 
retary of the Interior Ickes, who 
also is Oil Administrator. 

Ickes bases his opinion upon 
the circumstance, he says, that 
the additional cost to motordom 
has resulted in the continued em- 
ployment of thousands of filling 
stations and other workers who 
would have been thrown into 
idleness otherwise, had _ condi- 
tions continued as they were. 














THE INQUIRING REPORTER 


sere 


Today’s 


Question 


How do July sales compare with June? What is trend in 
used car values? How heavy are new and used car stocks? 


sor 


Leroy Casper, president, Leroy 
dealer: 





Casper, Inc., Syracuse, N. Y., Ford 


“July sales are fully equal to those in comparable June 


period. Trend in used car prices slightly downward but being main- 
tained better than expected. New car stocks are equivalent to ten 
days’ supply, while used car stocks are figured as amounting to 


20 or 30 days’ supply.” 
* 


C. M. Couch, Atlanta, Ga., Packard dealer: 


+ ” 
“New and used car 


business in July to date is 75 per cent better than during June. Used 
car stocks about same as last month with prices remaining stable. 
Ninety-day average used car price list is working to advantage of 
higher priced cars and some models are selling above code price 


levels. 
* 


* * 


O. J. Walser, assistant treasurer, Forsythe & Gale, Inc., Syracuse, 


N. Y., Dodge and Plymouth dealer: 
July are about even with like period in June. 
no significant change in used car prices. 
are in demand, but heavy cars are not moving well. 


“Sales during first ten days of 
We are experiencing 
Desirable light used cars 
Our car stock 


ratio is one and one-half new to one of used.” 


ob 


Ben Griffin, Ben Griffin Co., Dallas, Texas, Ford dealers: 


* * 
“New 


car sales are 33 per cent above same period last month. Used car 


prices about 5 per cent lower. 


Reconditioned car prices have 


slumped because of drought conditions in surrounding country and 
advent of new code figures which certainly will be lower because of 


reduction in new car prices. 
n 

Cc 
lowest in a number of years. Tru 
ing. Sales of new cars are fair 


G. Rea, Atlanta, Ga., Reo dealer: 


Used car stocks heavier than usual.” 


* # 
“Used car stocks are the 
ck stocks, however, are accumulat- 
but sales of trucks slackened off 


partially due to Georgia highway contractors difficulties with govern- 


| ment over wage scales.” 


* 


* *” 


G. C. Camp, Perry Motor Co., Dallas, Texas, Dodge and Plymouth 


remainder of month better. 


per cent below those of June. 
* 


“Sales of new cars about the same as June with outlook for 
Reconditioned car prices are about 10 
Stocks about normal.” 


* ok 


George A. Fonda, president, Fonda Motor Car Co., Inc., Syracuse, 


N. Y., Packard distributor: “Sale 


in June. 


We have no changes in used car prices to report. 


s so far this month are better than 


Better 


grade used cars scarce and demand exceptionally good. Our stock 


of used cars 50 per cent less tha 


normal at $50,000.” 
* 


n year ago and stock of new cars 


* * 


W. R. Charles, Dallas Motors, Inc., Dallas, Texas, Pontiac dealers: 
“New car sales are about 20 per cent below those of same period last 
month, but outlook for remainder of month good. Used car prices are 
down 10 to 15 per cent below those of June due to drought, cut in 


new car prices and coming revision in code figures. 
| little heavy.” 


* 


Hal Hayes, City Chevrolet Co., Dallas, Texas: 


new cars some 5 per cent below 


Stocks are 


co * 
“Retail sales of 
those of June and prices of used 


cars some 5 per cent off. Used car stocks about normal.” 


* . r 
T. H. Tennant, Atlanta, Ga., Nash-LaFayette dealer: “New and 


used car sales are about the same 
tion used car stocks as yet. 

+ 

W. Coss, general manager, A. 
Buick and Pontiac dealer: 

mately the early June rate. 


as for June. Very little accumula- 


Prices are remaining stable.” 


* n 
W. Chapin, Inc., Syracuse, N. Y., 


“Current sales are running at approxi- 
Used car prices are ruling firm, but 


tapering off as anticipated. Our used car stocks one-third less than 
year ago and new car stocks about that much larger.” 


* 


A. O. Mitchell, Atlanta, Ga., Oldsmobile dealer: 


“We have a 50 


per cent increase in used car stocks, particularly with lower priced 


cars. 
models in used cars. 
partly responsible for situation as 
than they should for used cars. 
not in other seasons of year. 


We look for a drop of 25 per cent in prices on low-priced 
The 90-day average in automobile code is 


it has induced dealers to pay more 


It works out all right in Spring, but 
New car sales are holding up well.” 





Chevrolet Radio 
Sales Swing Up 





Detroit, July 13. — Chevrolet 
dealers have sold 35,000 automo- 
bile radios to purchasers of new 
ears in the last 90 days, M. D. 
Douglas, parts and service man- 
ager of the Chevrolet Motor Co., 
reports. The total does not in- 
clude the additional thousands 
sold to owners of earlier Chevro- 
lets or of other makes. 

Chevrolet officials regard the 
new high-record of radio sales 
as an indication that automobile 
buyers are again able to indulge 
their desire for extra comforts, 
luxuries and enjoyment. 


Graham Sales 
Hit Year’s Peak 


Detroit, July 13.—The greatest 
volume of retail deliveries regis- 
tered thus far in 1934 was re- 
ported by dealers to Graham- 
Paige Motors Corp. for the last 
10-day period in June, Robert C. 
Graham, executive vice-president, 
announced today. 

A total of 822 retail deliveries 
of Graham cars were registered 
by dealers in this 10-day period, 
Graham reported. This was a 
gain of almost 20 per cent over 
the 694 retail deliveries reported 
for the first 10-day period in 
April, the highest previous 10-day 
volume recorded in 1934. 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long aa it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 
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Give "Em Enough Rope 
ARLY July sales reports from scattered points 
throughout the country indicate little, if any, falling 
off from a comparable period in June. Used car selling 
prices are holding up better than had been expected. It 
is highly important that dealers watch these two factors 
closely during the coming months. 

As we pointed out last week, the clean-up period is not 
far in the future. Already some companies have begun 
closing out 1934 lines. As this period becomes more 
acute, price concessions on present models must be ex- 
pected. Price reductions on new cars can have but one 
effect on used car stocks and that is to lower their resale 
value. Many dealers may assume that by offering the 
maximum trade-in allowance for used taken in trade, plus 
the lower new car price they will expedite their clean-up. 

Several factors would argue against such a course. 
First of all the maximum trade-in allowance, as quoted 
in the code book in use at the time of the clean-up sale, 
in all probability would be based on the selling price of 
used cars sold in the previous month and before their 
resale value had been effected by the new car price re- 
duction. Second, due to the demands of the Consumer 
Board in Washington, the lowest 20 per cent of all used 
car sales are removed from total before allowance aver- 
ages can be computed. A concrete example of how this 
works follows: Of 100 cars, 50 were sold at $50, totaling 
$2,500; 30 were sold at $30 each, totaling $900; and 20 
sold at $20 each, totaling $400. This would give a total 
of $3,800 or an average of $38 per car. Under the con- 
sumer board ruling the lower 20 per cent must be deleted, 
thus leaving 80 cars which sold for a total of $3,400, or 
an average of $42.50 apiece. 

It can readily be seen that this increases the maximum 
allowance value of a car above the true average of all 
sales. The net result would be that the dealer who 
allowed the full maximum value on all his used cars taken 
in trade would soon find himself in hot water with a used 
car stock for which he paid more than his current market 
would yield. This would offer further hazard in a market 
where used car values had been affected by new car price 
reductions and a waning season. 

If your competitor insists on giving the full legal al- 
lowance for all cars of a certain make and type, let him 
do it. Give him rope enough and soon he will no longer 
be a competitor of yours. Watch your allowances closely 
until the market reverses its seasonal trend. 


June Registrations 


ce again may we Call the attention to those inter- 
ested 


month just past may not be reflected in the registration 
figures for that month. It must be borne in mind that 
in many states the half year licensing period begins with 
the first of July. For that reason many of the cars 
which were actually sold during the closing weeks of 
June will not appear in registrations until the July figures 
are available. 
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FREE 
AIR 


By Cliff Knoble 


HICK town is a place where | 
they still sell tire boots. 
* * * 


Nominations for the most useless | 

thing in the world. 

A megaphone for a back seat) 
driver. 

Henry C. Peck. 


4 * * 





DID YOU EVER NOTICE how 
many more times you see lists of | 
salesmen and dealers with big | 
sales records, than with big profit 


records? | 


ak * + 
A PECULIAR THING about | 
the used car business is. that 


when a dealer is all tied up, he’s | 
apt to be all unstrung. 
* *£ & 


Daffy Definitions 
OPTIMIST—A salesman who | 
thinks the professional sales ex- | 
pert is just a little bit screwy. 


* * * 























| 


ONE ADVANTAGE of making) 4 


easy payments on a car as com- 
pared to digging up the same 
amount for alimony, is that you 
can start all over again on a new 
model every year. 

* ea * 


LIFE’S JOLLIEST MOMENT 
being a witness at the deflation | 
of a swell-head. 
+ + + 


THE FACT that fool drivers | 
are largely responsible for the 
accident statistics, is small con- 
solation to the careful motorist 
whose insurance bills are thereby 
proportionately increased. 

& * * 








in registrations figures that enthusiastic | 
reports of sales increases during the later part of the) 


| Jt’s easy enough to be pleasant, 





ADVICE TO SALESMEN: 
Practice talking in a loud voice, 
This helps a lot when the pros- 
pect insists on asking questions 
you can’t answer. 

* * * 


IF WE EVER SEE a good 
looking girl actually getting a 
ticket for a minor traffic viola- 
tion, we'll begin to understand 
what is meant by the saying 
“Justice is blind.” 


* * * 


Queer Queries 

Dear C. K.: If an officer says 
you are going forty miles an hour, 
and you know you were not go- 
ing more than thirty, what would 
you say? — Outraged Ike. 

Dear Ike: The right answer is 
worth at least a thousand dollars. 
I’m looking for it myself. 

* * * 





A DETROIT DRIVER got into 
a situation where he was com- 
pelled to choose between striking 
a boy, an old man, or a dog. He 
hit the dog. My friend, Kava- 
nagh, in describing the accident, 
sums it up with the observation 
that the dog was out on a field- 


er’s choice. 
” * * 


CORRECT THIS SENTENCE: 


“The officer was absolutely right, 
your Honor, and he would not 
have been doing his duty, had he 
let me go with a warning.” 

* * ® 


THE RUSSIANS are breeding 
ostriches for food. Ah! There’s 
a country where they do big 
things in a big way. Our own 
idea, however, is that it would 
be better to raise them for game. 
We are positive we could hit an 
ostrich. 

* * * 





With everything on the up-grade, 
But the dealer worth while, 
Is the one who can smile, 


When he can’t even make a poor 
trade. 
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A ROSE BY ANY OTHER NAME WOULD SMELL AS SWEET. 


Corner 


The vi in thi 1 those of readers 
views expressed in this column are of our 


and do not necessarily coincide with those of the editors. 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Tall Corn-Fat Hogs 


Hog producers are now getting, 
through market prices and benefit 
checks, the highest returns per hun- 
dred on hogs since April, 1931. Re- 
ceipts from hog sales make up 40 
per cent of Iowa’s annual farm in- 
come. 

The change in the hog market 
came in early June. Average hog 
prices of seven markets for the two 
weeks ending June 23 were 32 per 
cent higher than during the two 
weeks preceding. At Chicago, av- 
erage hog prices for the week end- 
ing June 23 were $4.71. Adding the 
$2.25 processing tax (which is 
turned over to co-operating farmers 
in the form of benefit checks) we 
find that the packers paid a total 
of $6.96 per hundred, the highest 
average paid by packers for hogs 
at Chicago, in any week since April, 
1931. 

The chances for Iowa farm in- 
come look good—provided Iowa has 
the corn and hogs to sell on these 
higher markets. That’s the real 
point. That’s why anyone who has 
anything to sell to Iowa farmers 
needs to know the answers to the 
following questions: 

1. Is the rise in hog prices a 
flash-in-the-pan or are we started 
on a big upward movement that will 
hold for the next year? 

2. If we are in for a rising mar- 
ket, do Iowa farmers have enough 
hogs on hand to cash in on the bet- 
ter prices? 

8. Is the rise in corn prices a 
temporary affair or does it promise 
good prices for some time? 

4. Do Iowa farmers have old 
corn to sell, and are crop prospects 
such as to indicate they will have 
any volume of new corn this fall? 

Some of these questions can be 
answered definitely —some can’t. 
We'll do the best we can on all of 
them: 

1. We are in for a year of rising 
prices. The federal spring pig crop 
report shows that production was 
cut 28 per cent under 1933. That 
means that the usual surplus of 
hogs that has been depressing prices 
will not be produced this season and 
that prices will be better than in 
several years. 

2. Iowa farmers cut hog produc- 
tion just eronch to insure them- 
selves over $70,000,000 in corn-hog 
benefits, but only a little more. 
While the nation, driven by feed 
shortage, cut production 28 per cent, 





Iowa, with adequate corn supplies, 
cut only 23 per cent. 

Iowa has 8,122,000 spring pigs. 
Illinois, which ranks next, has 3,- 
516,000. All the eastern north cen- 
tral states—Ohio, Indiana, Illinois, 
Michigan and Wisconsin — together 
have 9,690,000 or only a million and 
a half over what Iowa has alone. 

3. Corn prices turn on_ the 
weather next month, of course. Re- 
duced acreage and poor stands in 
some states, coupled with the gen- 
eral shortage of feed, indicates that 
corn prices will be well above the 
level of last year. 

4. Iowa farmers sealed 130,000,- 
000 bushels of corn last winter and 
have a bigger reserve of old corn 
than any other state. Not much is 
being sold, however, because Iowa 
prefers to feed it and profit by the 
higher hog market. On the new 


(Continued on Page 11, Col. 1) 


“oa WOrd in 


edgewise” 


By the Publisher 





A FRIEND of mine from New 
York stopped off for a few days 
in Detroit after a months trip 
which has taken him to St. Louis, 
Kansas City, Dallas, Los Angeles, 
San Francisco, Seattle, Minne- 
apolis and back through Chicago. 
“I’m going back east filled with 
a new optimism,” he said. “The 
rest of the country is not worry- 
ing as we are in New York over 
the ultimate results of the New 
Deal. In every city I visited they 
are doing more business than 
they did a year ago. There is a 
new confidence abroad and I 
heard more about the drought in 
New York than I did in the heart 
of the so-called calamity country. 
Even here in your home-town 
(Detroit) there is every indication 
of an amazing recovery. The ho- 
tels, cafes and motion picture 
houses are doing the best busi- 
ness I have seen here since the 
hey-days of ‘'29. Automobile 
manufacturers with whom I have 
talked do not feel that the selling 


(Continued on Page 13, Col. 1) 
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/ CHEVROLET 
AST 





'N SIX MONTHS 


A record-breaking demand has sent Chevrolet 


production to its highest total in 4 years 














NEW REDUCED PRICES 


INCE January 1, Chevrolet has bodies with genuine No Draft as ennai 
i w 
. °lWe ¥ _ ™ _ Se ac Reduced of 
produced more than half a million Ventilation—the safest and most STANDARD MODELS List Price Reduction 
Sport Roadster eet $25 
ears and trucks. This tremendous comfortable bodies built today. No Coach 195 25 
- Coupe ; eee pine 185 
total has broken all Chevrolet records low-priced car but Chevrolet has safe, meneee homens 
: Sport Roadster.... eT 540 
for the last four years. And here is the sure, cable-controlled brakes, the Cuaals 580 


Town Sedan . 615 


» -V r F ? seca Sedan . 640 
sturdy Y-K frame, and a dozen and ae ) = 


turer has so much to offer as Chevrolet. ; Sport Coupe. . Lee 600 
one other important features. And Sedan Delivery .. 600 


COMMERCIAL CARS 


reason behind it: no other manufac- 


Chevrolet’s base price is now below 


Chevrolet is the only low-priced car Commercial Chsssis as . 
: that of any other six, or any eight on oe Sane Copaete = = 

. . a . ‘ ra F , sl , é > , = oe “or - 
providing patented Knee-Action, ; 7 Dual Long Chassis... 535 50 
5 ’ i. D | Utility Chassis and Cab 575 50 

r : . 1e market. o you wonder that the ak tlemeahn a "s 595 = 
and only patented Knee-Action gives t , y Dual Chassis and Cab..... me - 
5 Utility Long Chassis and Cab 605 50 

. . 2 sc . wr » ? r r > ‘ y *hasseise ‘i 25 5 
you shock-proof steering combined trend is to Chevrolet? Do you wonder Dual Long Chassis and Cab 625 50 
é Commercial Panel. a 575 35 
with the new jolt-proof ride. Chev- that Chevrolet dealers place such a Special Commercial Panel........ 595 35 
: ope Tg ee 750 50 
of > : 1° : : : ‘ Dual Cab and Stake Body........ 680 50 

> « > > > 7 2c > > og re > > ‘ > s 4 2 

rolet alone in its field provides Fisher high value on their franchise ek ee Se - 


Above are list prices of passenger cars at Flint, Mich. 
With pameere, spare fare ane ting + the Madein 950 
+‘ . . r ur : Y . ’ r Standar »dels is ti ; ster Is, 
H E V R O ; E T M O 7 O R c; O M PA N y 9 D i - R O I 1 9 M | [ H I G \ N aadiienel: ‘List prices - aaeatinadad anes ated are 
f.o.b. Flint, Mich. Special equipment extra. Prices 
subject to change without notice 







Compare Chevrolet’s low delivered prices and easy G.M.A.C. terms. A General Motors Value 


CHEVROLET} 
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Chevrolet World Output Federal Truck Ado | | Dodge Dealers’ Sales Up 


In June Totaled 98,147 


Detroit, July 13.—World pro- 
duction of Chevrolet cars during 
June totaled 98,147 units, making 
the company’s production for the 
first six months of this year 525,- 
093 units or nearly 50 per cent 
greater than the first half of 1933, 
according to an announcement 
made by the officials of the Chev- 
rolet Motor Co. 

“Despite this obviously high 
production for the first half of 
1934, there is still a shortage of 
Chevrolet cars in the field,” offi- 
cials stated. “During the month 
more than a dozen solid train- 





=—-this was 
Automotive Daily News 


SECOND WEEK IN JULY 
1926-1933 





1926—Greater Oakland six, with 
77 important refinements, including 
rubber silenced chassis, announced. 
Touring car dropped from line.... 
Eleven months after announcement 
of 1926 line, Buick had delivered 
226,583 units, and from Jan. 1 to 
July 1, 131,427. Them were the 
days. .. . Ford begins preliminaries 
on establishing of new California 
plant at Long Beach, to employ 12,- 
000 workmen. . . . Chrysler admits | 
he is about to spring his new light 
four, No. 50, and anticipates that 
his ’26 production will total 101,612. 

. Charles D. Hastings, Hupmobile | 
commander-in-chief, is proud of the | 
fact that as of July 1 he has un-|} 
filled orders on hand aggregating 
a valuation of $2,500,000. Hupmo- 
bile shipped 26,943 units in the first 
six months. 





- - * 
1927—Paul Seiler turns first | 
shovelful of dirt starting construc- | 
tion of Yellow Truck & Coach Mfg. | 


Co.’s new $8,000,000 plant at Pon- | 


tiac. ... On June 30 Willys-Over- | 
land had more than $15,000,000 cash 
on hand. Studebaker resumes 


production after two-week shutdown 
on a 600 unit daily schedule. . o| 
Ned Jordan announced the famous | 
Blue Boy open sport touring six at 
$1745. Bill Mattimore made 
advertising manager of Chrysler | 
Corp., with Cliff Knoble assistant. | 

* * & 
Output of the automo-| 
for the first half close | 


1928 
bile industry 


to 2,000,000 units. Merger of | 
Automotive Equipment Assn. and 
Motor & Equipment Manufacturers 
Assn. discussed. .. . Willys-Overland 
builds its 2,000,000th car. ... Chev- | 


rolet turns out 751,536 units in first 


six months. 


* * * | 
1929—-Hudson celebrates hav- | 
ing built 1,779,360 units in 20 years. | 
. James A. Bohannon succeeds L. 
R. German as president of Peerless. | 
. . John Willys sells his personal 
interests in W-O, valued at $22,000,- 
000. 


* a * 


1930—-Harry Moock, now sales 
manager of Plymouth, starts in with 
Chrysler Motors as director of used 
car activities. . Ford’s first six 
months’ sales totalled 995,226. ... 
Studebaker introduces free wheel- 
ing. ... World registrations totalled 
35,000,000 as against something like 
23,000,000 in 1934. .... John A. C, 
Warner succeeds the late Coker 
Clarkson as executive secretary and 
general manager of Society of Au- 
tomotive Engineers. 

* * ” 

1931—NACC junking plan rid the 
trade of 360,000 units in 1930. ... 
David E. Ross succeeds late Edward 
A. Ross as president of Ross Gear 
& Tool Co., of Lafayette, Ind. 

” os - 

1932—-Validity of “Ethyl” trade- 
mark upheld by U. S. Court of 
Northern District of Texas. yong 
David Erwin of General Motors 
Export and former Cadillac adver- 
tising manager, died suddenly fol- 
lowing golf game at Water Gap, Pa. 
- . + Glen A. Tisdale, former presi- 
dent of Dealers Assn. of New York, 
dies, 





* * ” 


1933—John O. Munn chosen sec- 
retary of National Automobile Deal- 


ers Assn. ...A. I. Philp named as 
vice-president and _ general sales 
manager of Graham-Paige and C. 


W. Matheson vice-president of dis- 
tribution. ... Durant plant at Lan- 
sing sold to Lansing Mfg. Co. ... 
Walter P. Chrysler made doctor of 
engineering of the Chrysler Insti- 
tute of Engineering in Detroit. 


load shipments were moved into 
as many key cities in various 
parts of the country in an effort 
to catch up on unfilled orders. 
Our plans call for duplicating 


these shipments in additional 
cities during July.” 
Chevrolet’s production main- 


tained a steady pace during the 
early part of July. Figures re- 


leased by company officials today | 


showed that domestic and ex- 
port production in the United 
States for the week ending July 
11 totaled 23,089 units, a better 
daily average than during June. 

Chevrolet’s record - break- 
ing sales continued their advance 
in June, shattering all monthly 
records since May, 1931, and 
achieving the highest June total 
since 1929, officials of the Chev- 
rolet Motor Co. said. Retail sales 
for the month, as compiled from 
dealers’ reports, were the basis 
of the announcement. 





FOR MODERN 


ohair 





With 





CHEVROLET -° 
BUICK * 


Detroit, July 13.—Although at 
first thought a cigarette lighter 
might be considered simply a 
gadget to adorn the modern in- 
strument panel—or at most, a 
dispensable “extra” on de luxe 
models—it is actually a very im- 
portant safety measure, accord- 
ing to Martin L. Pulcher, presi- 
dent of the Federal Motor Truck 
Co. 

“It would not be exactly true,” 
says Pulcher, “to say that mak- 
|ing electric cigarette lighters 
standard equipment on all Fed- 
eral models, is not in part a bid 
for driver-favor. It provides a 
very definite and a very impor- 
tant element of safety—for not 
only the driver and the truck 
owner but the general public as 
well. When a driver takes both 
hands from the steering wheel 
and his eyes from the road to 
protect a lighted match from the 
wind, he temporarily relinquishes 
control of his vehicle. At night 
| the hazard is even greater; the 
flare of the lighted match is 





| temporarily blinding.” 





Engine Rebuilders Assn. 


Enrolls 19 New Members 


Indianapolis, Ind. July 13.— 
New members enrolled by the 
Automotive Engine Rebuilders 
Assn. since June 1 are: 

Belpark Auto Parts Co., Chicago; 
Ott Bros. Machine Shop, Chicago; 
Peth & Goeler, Chicago; Auto Elec- 
tric Service Co., Anderson, Ind.; 
Owens Auto Supply Co., Gary, Ind.; 
Terre Haute Heavy Hardware Co., 
Terre Haute, Ind.; Anderson Parts 
Service Co., Des Moines, Iowa; Sit- 
ler’s Auto Parts, Washington, Ia.; 
Binney Auto Parts Co., Big Rapids, 
and W. L. Norris Co., Cadillac, Mich. 

C. E. Hamlin Sales Co., Jackson, 
Mich.; Jack Buckley, Port Huron, 
Mich.; Motor Supply Co., Ine., 
Meridian, Miss.; Hackensack Auto 
Parts, Inc., Hackensack, N. J.; Ar- 
row Machine Co., Newark, N. J.; 
East Texas Auto Supply Co., Tyler, 


Texas; Kortas Automotive Co., 
Manitowoc, Wis.; Fitzgerald Mfg. 
Co., Torrington, Conn., and Van 


V-Piston Ring Co., Chicago. 





_ During Holiday Week 





Detroit, July 13.—For the week 
ending July 7, a period including 
the sales handicap of the Fourth 
of July holiday, retail deliveries 
by Dodge dealers, as reported by 
Dodge Brothers Corp., amounted 
to 6,408 passenger cars and 
trucks, as compared to 6,347 cars 
and trucks sold during the pre- 
ceding week. 

Of the total of 6,408 deliveries, 
2,419 were of Dodge passenger 
cars, 2,999 of Flymouths, and 990 
were of Dodge commercial cars 
and trucks The figures given 
for the latest report week indi- 
cate an over-all sales gain of 42 
per cent over the like week of 
1933. 

The total of vehicles sold by 
Dodge dealers to date this year 
is 129,028 cars and trucks as 
against 74,094 for the correspond- 
ing period of 1933—an increase of 
73.9 per cent. 

Outlook for the remainder of 
July is most encouraging. 
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about Buick 


From May 12th, date of introduction of the newest Buick, 
to June 30th, actual orders have been received for 21,192 
of these cars. 


Registration figures to May Ist, furnished by R. L. Polk 

& Co., show Buick sixth in unit sales of all makes, re- 

gardless of price; first in unit sales of all cars with factory 
list above $795. 


During the first four months of this year, Buick delivered, 
at retail, 32.1%, or nearly one-third, of the registrations 
of ten makes of cars priced from $850 to $1225. 


Buick delivered 67% of the cars registered by nine makers 
in the $1225 to $2200 price group. 


All of which means that Buick is pouring into dealers’ pock- 
ets gross profit of approximately $1,800,000 per month. 


All prices quoted above refer to standard four-door 
five-passenger sedan models. 


*WE WILL TELL YOU MORE FACTS ABOUT BUICK LATER 


All facts but Number 1 were recorded before the in- bilities—and especially for 1935—suggest that you 
troduction of the newest Buick. Buick list prices at move fast in lining up with Buick’s great future. 
Flint now begin at $795; and if, before the Series Buick Motor Co., Sales Department, Flint, Mich. 


40 was added to the line, Buick could outsell every- Buich Wlank Bustyvessr 


thing but the five lowest priced cars, the possi- 


PRICES: Buick Series 40, $795 to $925; Series 50, $1110 to $1230; Series 60, $1375 to $1675; Series 90, $1875 to $2175. List 
prices at Flint, Mich. All prices subject to change without notice. Special equipment extra. Duco fenders at no extra charge. 
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WHEN BETTER AUTOMOBILES ARE BUILT—BUICK WILL BUILD THEM 
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The News of Automotive Advertising 
By RAY BLACKWELL 


th Dimension ||| Week of July 7 






1 colorful, old fashioned Mississippi river show boat 
has a modern rival in the magnificent theatre on 
wheels introduced by McCalls magazine. 

As modern and as modishly garbed as the smartest 
cocktail lounge this motorized theatre accommodates 32 


persons in air cooled comfort. 


Housewives as guests of 


the magazine are entertained with sound films giving 


helpful and instructive suggestions on fashions, foods, 
interior decorations, health, child @———M—W——__"_____ 


welfare and such other subjects 
as are commonly treated in the 
contents of a woman’s magazine. 

In order to utilize all possible 
space in the 45 foot trailer an 
ingenious method is employed in 
throwing the film on the screen. 
The films are projected at an 
angle onto a mirror and then re- 
flected back to the audience 
through a trans lux screen. 

The exterior decorations are 
also. startlingly original. The 
legend “McCalls on Parade” ap- 
pears in a belt with cut out letter- 
ings in bold relief which is clev- 
erly illuminated at night by 
indirect lighting. Small soldiers 
done in gay colors and bright 
chrominum appearing to be 
marching in space add a decora- 
tive touch, 

This novel outfit is hauled from 
place to place by a Dodge two- 
ton chassis of the latest stream- 
line design. 

* 28 ® 


THE URGE to go places and 
do things, so prevalent at this 
time of the year was certainly 
given a lot of encouragement 
when this morning’s mail brought 
the latest Pontiac direct by mail 
piece. 

Actually the mailing was in the 
form of two pieces—one being in 
typical ticket form with appro- 
priate captions for the various 
ticket sections, such as “Write 
your own ticket,” “Select your 
destination,” “Best accommoda- 
tions,” and “Choice of points.” 
This ticket presented to any 
Pontiac dealer entitles the bearer 
“to a first class ride in a 1934 
Pontiac.” 

a a a 


ACCOMPANYING the ticket 
was a color folder done in travel 
literature style and as attractive 
and fascinating as a brochure 
for a Mediterranean cruise. The 
theme of the folder appears on 
the front cover—“Travel first 
class—Travel via Pontiac straight 
eight.” 

Inside, the folder discussed the 
various Pontiac features that con- 
tribute to the enjoyment of the 
journey and also reproduces in 
full color the complete line of 
1934 Pontiac models. A clever 
idea, excellently executed, say we. 


* * + 


STANLEY A. KNISELY has 
been appointed advertising and 
sales promotion manager of Re- 
public Steel Corporation succeed- 
ing L. S. Hamaker, who was re- 
cently made vice-president and 
general manager of the Berger 
Mfg. Co., Republic subsidiary of 
Canton, Ohio. 


Knisely like many advertising 
executives came from the news- 
paper field, at one time being 
city and telegraph editor of the 
Cleveland Plain Dealer. Leaving 
newspaper work he became ad- 
vertising and sales manager of 
the National Paving Brick Assn. 
and later became director of ad- 
vertising research for the Na- 
tional Assn. of Flat Rolled Steel 
Mfrs., serving for seven years 
in this capacity. 

+ + 


WE SHOULD also like at this 
time to welcome our new neigh- 
bors in the New Center Building, 
J. Stirling Getchell, Inc., who di- 
rect the advertising of the Plym- 
outh Motor Corp., De Soto and 
the Socony Gas Co. in the auto- 
motive field. 


With Getchell, Ruthrauff and 





Ryan, Young and Rubicam, and 
Erwin Wasey in the agency field, 
plus a host of publishers’ repre- 
sentatives and commercial artists, 
our New Center Building is fast 
becoming a center of automotive 
advertising. 

J. Stirling Getchell were for- 
merly located in the Stormfeltz- 
Loveley Building in Detroit. 






axles and stands 


recommend and develop other 


steels for special requirements. 


The chrome steels, 


nese steels, the nickel and the 
chrome-nickel steels all have 


their place according to the design 


contemplated. 


But deciding on a certain analysis for axle- 
shaft steel by no means settles the matter. To 
an experienced steelmaker, specifications are 
merely a foundation upon which to build a 
steel just right for the intended service. When 
Bethlehem makes your steel for axle shafts you 


realize the full latent possibilities of whatever 


BETHLEHEM 7c ALLOY STEELS 
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Betu_EHEM manufactures 
the finest S. A. E. steels for 


Plymouth Sales 


Land-Going Show Boat 


At 8,759 Units 


Detroit, July 13.—Plymouth re- 
tail sales are holding up remark- 
ably well, according to D. S. Ed- 
dins, vice-president and general 
manager of the Plymouth Motor 
Corp. 

Retail sales for the week end- 
ing July 7 showed an increase of 
41.6 per cent over the comparable 
week in 1933, Eddins said. Dur- 
ing this week, 8,759 Plymouth 
cars were sold, as against 6,185 
sold in 1933. 


Dodge Adds Outlets 


Detroit, July 13.—Dodge Broth- 
ers Corp. reports the addition of 
249 passenger car and truck out- 
lets during June; of these, 33 are 
direct dealerships, while 216 are 
associates. The dealer gain af- 
fects all twelve regions of the 
Dodge organization. 








Here’s the new thing in business promotion enterprise, a sumptuously 
appointed, air-conditioned, electrically-lighted sound picture theater 
on wheels. It is operated by McCall’s magazine, giving neighborhood 
picture-talks to housewives. The “Show Boat” is transported from 
place to place by a Dodge two-ton truck chassis acting as a tractor. 
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analysis you specify. You get 
steel with that inherent fine grain 
ready to that can be heat-treated to give 
an exceptional combination of 
strength, ductility and fatigue- 
the manga- resistance. 
heat, of steel like this calls for rigid 
control of the melting, such as can 
be developed only through years of 
alloy-steel making experience. Bethlehem 
has had that experience — over the entire 
period during which alloy steels have been 
used. Whatever the analysis you prefer, you 
are assured of fine parts at low manufac- 


turing cost when your axle-shaft steel is made 


by Bethlehem. 






abel a) BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
P34 a4 
i 
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ECAUSE Nash cars ‘‘Keep on rolling along”’ 

for so many years... long beyond the aver- 
age life of the average motor car... Nash owners 
develop a brand of enthusiasm that makes them 
the best salesmen a dealer could have. It’s the 
old, old story—the most valuable thing in busi- 
ness is a satisfied customer. 


And the same influence is working, and will con- 
tinue to work, for the new ‘“‘Jeweled Movement”’ 


LaFayette, the new Nash-built car in the lowest- 
price field. For LaFayette has the same sort of 
quality and fine workmanship that have given Nash 
a priceless reputation for low upkeep and long life. 


The new exclusive Nash-LaFayette dual fran- 
chise is, from the dealer’s standpoint, a real 
money-making set-up. Join the swing to Nash. 
Write the Sales Department, Nash Motors Com- 
pany, Kenosha, Wis. 








10 


AUTOMOTIVE DAILY NEWS, SATURDAY, JULY 14, 1934 


World Shift to Low Price 
Cars Shown in 1933 Study 





Washington, July 13.— Produc- 
tion of all motor vehicles, but 
especially of units in the lower 
price ranges, was stepped up 
sharply during 1933, bringing sub- 
stantial improvement in the auto- 
motive industry throughout the 
world as compared with the pre- 
vious year, according to a de- 
tailed analysis just completed by 
A. W. Childs, chief of the auto- 
motive trade division of the U. S. 
Department of Commerce. 

Childs points out that the mod- 
erate world tendency toward re- 
covery in 1932 was reflected in 
the increased automotive produc- 
tion of the succeeding year. Thus, 
for the whole year 1933, in all 
parts of the world, the automo- 
tive industry recorded an impres- 
sive improvement. 
improvement was to be noted 
about the middle of 1932, it is 
Mr. Childs’ opinion that that year 
represents the low point of the 
depression in so far as interna- 
tional automotive commerce is 
concerned. 

Production of automobiles 
throughout the world during 1933 
totaled 2,715,575 units, an increase 
of 738,612 units, or 37.4 per cent, 
over the 1932 output of 1,976,963. 


While some | 


of 589,267 units and a jump from 
69.3 per cent to 72.2 per cent in 
this country’s share of world pro- 
duction. 

In his analysis, Childs empha- 
sizes the general economic im- 
portance of the gain in produc- 
tion registered by the automotive 
industry, pointing to such fac- 
tors as increased employment and 
added revenues to producers and 
distributors. During the depres- 
sion a vast reservoir of replace- 
ment demand was created. Some 
of this has been tapped, but 
much remains available to the 


producers and_ distributors of 
motor vehicles throughout the 
world. 


Motorists Favor 
45 m.p.h. Speed Law 
Washington, July 13.—If the 
Nation’s motorists were allowed 
to fix speed limits, using their 
instinct rather than their imag- 
ination, they would favor 45 miles 
an hour. 
Numerous investigations of the 
subject by motor vehicle and 


| traffic officials shows that to be 


the speed which the mass of mo- 


Chicago Starts Drive 
To Curb Accident Toll 


Chicago, July 13.—Alarmed at 
the mounting toll form so-called 
automobile accidents, a concen- 
trated campaign is being waged 
here to correct the _ situation. 
Participating in the drive are 
civic officials, traffic experts, mo- 
tor clubs and the Chicago Auto- 
mobile Trade Assn. As spokes- 
man for the last named 
organization, K. K. Kenderine, 
vice-president and head of the 
Northwest Buick-Pontiac Co., de- 
clared: 

“So far as motor vehicles are 
concerned, nobody will dispute 
that automotive engineers have 
gone the limit in making cars 
safe to drive. However, a lot of 
old cars on the streets and high- 
ways ought to be looked upon as 
a menace and should be replaced. 
Aside from the safety angle, re- 
placement in such cases is in the 
interests of economy for the 
owner. Too often, such cars are 
allowed to run virtually until the 
wheels fall off without being 
taken to repair shops for atten- 
tion.” 





Delaney Named 
To Engineering 
Post at Pontiac 





Pontiac, Mich., July 13. — Ap- 
pointment of George A. Delaney 
as electrical engineer for Pontiac 
Motor Co., is 
announced by 
B. H. Anibal, 
vice - president 
in charge of en- 
gineering. 

Delaney re- 
places Hermann 
Schwarze, whose 
recent death 
broke up Pon- 
tiac’s famous 
“Four Horse- 
men” team of 
engineers con- 
sisting of Anibal, Holden, Milner 
and Schwarze. 


Delaney comes to the General 
Motors division after 14 years of 
continuous service with the 
Graham Paige Motors Corp. For 
the past five years he served that 
organization as experimental en- 





G. A. Delaney 


gineer, while still retaining his 
earlier duties as electrical engi- 
neer. He also held the post of 
assistant chief engineer, as well 
as other assignments, including 
contact between the engineering 
and production departments. 

He received his degree in elec- 
trical engineering from the Uni- 
versity of Missouri, in the class 
of 1917. The next two years he 
spent in the army, and for a 
brief time thereafter served with 
a Pennsylvania concern before 
joining the ranks of engineers in 
the automobile manufacturing 
field. 

The appointment is effective 
immediately, Anibal said. 


Order Retrial of Suit 


New York, July 18—United States 
Circuit Court of Appeals orders re- 
trial in Connecticut of $3,000,000 
damage suit against Aluminum Co. 
of America by the Baush Machine 
Tool Co. of Massachusetts in which 
it was charged that defendant com- 
pany had set such a high price for 
aluminum that Baush could not pur- 
chase that material for use in mak- 
ing duraluminum and other prod- 
ucts; ruling reversed verdict favor- 
ing the defendant. 











The major portion of the increase | torists select as their favored 
took place in this country; a gain | open highway pace. 


YES SIR! 





Now readyvy 
a NEW 





IMKEN 
Tubular Trailer Axles 


Vv STRONGER tubular beams be- 
cause of “proportionate 
design” of spindles and 
tubular beam 


-helps sell cars 


“This tire has caused no end of comment from 





our customers who tell us that their tires have 





given from 50% to 75% more non-skid tread 


mileage than any other tire they have ever used.” 
—E. A. S. ORLANDO, FLA. 





This letter from a prominent car dealer is on file in the Goodyear 
offices and is typical of hundreds we have received. 


ae bet car buyers are enthusiastic about “G-3” equipment! 
By the hundredsthey’re reporting tocar dealers how muchnon- 
skid mileage they’re getting—15,000, 25,000, even 30,000 miles. 


Vv All-steel INTEGRAL unit 





Vv TEMPERED STEEL tubular axle 
beams 


WY LARGER SPINDLES of alloy steel 


It means satisfaction when people take the trouble to do that. 
And satisfaction is what keeps people “sold” on their cars—and 
brings them back when it’s time to buy again. 


This sensational new “G-3” All-Weather has proved it has what 
the public wants, in 43% longer non-skid mileage. That’s why 
it’s such a valuable sales asset—that’s 

why it helps sell cars—because it 
gives you an extra talking point 
that no other tire offers! 


W NEWEST SERIES Timken Tapered 
Roller Bearings 





Vv MORE STIFFNESS in axle beams 
due to tubular construction 





W HEAVIER BRAKE DRUMS for 
more efficient braking 


V WIDER BEARING SPACING im- 
proves stability of wheels 


No trailer can be called truly modern unless it is built on axles 
having these essential features. ... The new series Timken Tubular 
Trailer Axles are the only axles possessing all these features. 


THE TIMKEN-DETROIT AXLE COMPANY 


DETROIT, MICHIGAN 





“THE ACCEPTED STANDARD” 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN © ANY OTHER KIND 
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$2,394,666, Dealer Code 
Costs Submitted to NRA 





(Continued from Page 1) 
is set by the NRA for July 25 in 
the main ballroom of the Willard 
Hotel. 
The proposed budgets for the 
53 administrative areas are set 
forth as follows: 


EEL. vos cle hace stevens $ 18,665 
PMR cc cccccesesionce 14,656 
PEE cd bdccsccvecccecs 5,495 
South California ......... 104,538 
North California ........ 52,120 
IS ON 5,5 6 5 400,0,0'0:00.8 06 17,512 
COMMOCTICUS cc ccc ccccese 39,828 
DEO. 60 cd nepececvaes 7,500 
District of Columbia ..... 14,250 
SEs eS o0s cae bs 45,642 
I 5.6 5264-8 0000-6800 31,500 
CCG ae 644.440 s.0:000 6.0 10,790 
EES rT ee 45,000 
Metropolitan Chicago .... 71,364 
EEL: bo 60s se ensecveens 67,300 
ES S55. 6 6.5.9.8. 60 de «8:80 81,100 
ay a :b-v 4/0060. 6.4.0.0 0-00 53,350 
EE. orbs ea nes.eun es 35,070 
ED ou oo ho. 4: 9.4.9:0-0-07% 25,506 
TES as.» 6 6.6:¥.0.6.0'6 6-8 65.0 35,990 
EE 9 a6 6:6-4:6.0:6:6 6.6.69. 40,000 
Massachusetts ........... 50,000 
EE 125,260 
I 6 ik 0 5.45 6 0-9 0 608 40,000 
Ere ee 15,840 
TCS og &.y0'6 5'0.¥.0.0' 78,480 
DY i 5% 6.8 64.0.0.0:6:6.618 50:0 20,389 
ah an 666.00 4.0005 45,540 
New Hampshire ......... 20,450 
ME ENON cccécccecesve 71,260 
MID scsicceeccss 11,500 
Metropolitan New York... 60,000 
new xork State ......... 76,264 
North Carolina .......... 44,180 
BOONE DPRMOER coc cccccsss 17,364 
Northern Ohio .......... 58,020 
moucmern OO .......00. 45,000 
NS a aca ade d'welekve 43,020 
Se 17,400 
POMMOVIVATUIR 2c ccc ccccces 189,247 
Meee ISIANG .......c000. 15,000 
South Carolina .......... 20,000 
I re 8,760 
CC ere 30,001 
Metropolitan Memphis 17,340 
Ns Se kaa ow bieee 6.0 88,200 
a stb yw we re 000 16,848 
EE Soa ols 6 alba 0-45 9.800 14,975 
aia 5.5 v.00 6-0.0'% 60-0 36,926 
TEER, noc ccccccccce 42,075 
MOE WEEMIIID co ccccccece 61,250 
CE oo oh 0.6 6 b-4e 04 *000 60,000 
0 errr er eee 7,000 


Total Budget of the Joint 
MOMOTICIO® oo ccccccccce $2,394,666 


Land Big Order 


Milwaukee, Wis., July 13.—Book- 
ing of an order 
pounds of heat treated aluminum 
bronze, one of the largest commit- 
ments of this kind in years, is an- 
nounced by Ampco Metal, Inc. The 
order was received from the United 
Engineering & Fdy. Co. of Pitts- 
burgh, Pa., and consists entirely of 
rolling mill bearing segments which 
will be installed on the new Ford 
Motor Co. sheet mill at Detroit late 
this fall. 


IN THIS 


CORNER 





(Continued from Page 4) 


crop, Iowa has a few spotty stands, 
but as a whole the crop came 
through June in good shape. With 
normal weather from now on, an 
average yield per acre is to be ex- 
pected. Rainfall in Iowa during 
June was over three inches, two 
inches more than in May and two 
inches more than in June of a year 
ago, when the crop totalled 439,951,- 
000 bushels or more than the five- 
year average. 

Iowa farmers in corn-hog checks 
in June actually received $4,866,066. 
Corn-hog checks in July should run 
around $15,000,000, which will make 
a total of $20,000,000 for June and 
July together and the balance of the 
total of over $30,000,000 in August. 

It looks now as though the com- 
bination of higher hog prices and 
corn-hog benefit payments would 
make July and August the best two 
months for Iowa farm income in 
several years. 

In view of the situation outlined 
above I think these conclusions may 
be fairly drawn. 

1. The great majority of Iowa 
farmers will have more spendable 
money than farmers in many other 
states. 

2. The farm market in Iowa is 
of a great deal more importance in 
relation to the total volume of Iowa 
business than it has been for sev- 
eral years—Dante M. Pierce, pub- 
lisher Wallaces’ Farmer and Iowa 
Homestead, Des Moines, Iowa. 


involving 50,000 | 











Survey Shows Dealer 


Preference for Mohair 


New York, July 13.—The im- 
portance that automobile dealers 
and purchasers attach to upholst- 
ery was recently emphasized by 
the results of a survey of repre- 
sentative dealers located in all 


parts of the country and hand-| 


ling low and medium priced cars. 
Of all those replying, 92 per cent 
reported that customers take into 
consideration the type of upholst- 
ery used in the car. Seventy-five 


per cent of the dealers stated | 


that they based a special sales 
appeal on the kind of upholstery 
material used. 





On four points, mohair velvet | 


was predominantly favored by 
car dealers. It was declared by 


60 per cent of all dealers to be} 


the easiest to sell and 57 per 
cent of the dealers stated they 


preferred it rather than other 
types of upholstery. In answer 
to the question “What types of 
upholstery does your service 
manager find the easiest to serv- 
ice?” mohair was specified by 59 
per cent. It is significant that 63 
per cent of all the dealers se- 
lected mohair as the type of up- 
holstery found easiest to recondi- 
tion and resell. 


ASTM Concludes 


Successful Meet 


Philadelphia, Pa., July 13.— 
With a registration greatly ex- 
ceeding that for the past two 
years and an unusually large 
number of committee meetings, 
the Thirty-seventh annual meet- 
ing of the American Society for 
Testing Materials held in Atlan- 





tic City, June 25-29, was ex- 
tremely active. Fifteen formal 
sessions were held at which 


ninety technical papers and re- 
ports were presented. 

As a result of actions at the 
meeting some thirty-five pro- 
posed standards were accepted 


for publication as tentative and 
upwards of forty existing tenta- 
tive specifications and test meth- 
ods were recommended for adop- 
tion as standard. These latter 
items, with in addition thirteen 
revisions in standards, will be 
submitted to letter ballot of the 
society during the summer for 
formal adoption. 

Total registration for the meet- 
ing was 825. About 175 meetings 
were held by standing commit- 
tees of the society and their sub- 
groups. Practically all of the 
committee meetings were marked 
by heavy attendance of the mem- 
bers. It is of interest to note 
that quite a number of research 
projects on which progress was 
retarded somewhat due to eco- 
nomic conditions are being given 
increased impetus. 


Maintenance Meeting 

Muskegon, July 13.—Nine com- 
mittees in charge of the arrange- 
ments for the first state convention 
of Automotive Maintenance Assn. of 
Michigan to be held here Sept. 9-10 
were announced by William Fother- 
gill, general chairman in charge of 
arrangements. 

The association has 21 member 


MEMA Index 
For May Below 
April; Top 1933 


(Continued from Page 1) 
spective gains of 15 and 11 points, 
over the April index, and service 
parts shipments dropped only 
two points, a decline in the ship- 
ments to vehicle manufacturers 
for original equipment brought 
the index down to 115. 


Accessories shipments to whole- 
salers, in making the May over 
April advance, stood at 83 per 
cent of the base index, compared 
with 56 per cent in May of a year 
ago. 

Service equipment shipments 
have advanced steadily this year 
with the exception of a one-point 
recession last month, and now 
stand at 86 per cent of the 1925 
base. The figure for May, 1933, 
was 50 per cent of the base. 





organizations with a total of over 





2,000 members in more than 20 com- 
munities in the state. 


In the new Hue MOBILE strong selling points 





a) 
, — 


a), j 
ag 


Hupmobile’s challenge to the low-medium 
price field—a big 4-door Sedan at $795 
De luxe Sedan 
Coupe with rumble seat . 





Hupmobile’s exclusive Chassis Torsional 
Stabilizer eliminates front and frame weave 


pte 





> ig 


rad 


f» 


- «+ $845 
$795 


and shimmy. It ties the forward end of the 
chassis to the frame and body. Steel body 


for strength and rigidity. 





Hupmobile’s Side-sway 
Eliminator, originated in 
1932, overcomes the great- 
est obstacle to soft springs 
and is the secret of new 
riding ease. This feature 
just adopted by other cars, 


Engine accessibility, which has proved 
the bugaboo of some of the newer styled 
cars, has been greatly improved even 
over ordinary design in the new Aero- 
dynamic Hupmobiles. The hood lifts 
freely on either side. 


air-minded ecars.. 


are “STANDARD EQUIPMENT” 


The Aero-dynamic Hupmobile... most beautiful of the 
.127-inch wheelbase, 6-passenger 








Sedan $1245...121-inch wheelbase, 6-passenger Sedan $1095. 


HEN you sell the beautiful Aero-dynamic Hup- 

mobile you don’t need to worry about strong, 
persuasive selling features. They are built right in as 
standard equipment. And every one of them helps make 
the demonstration itself an experience that will open 
your prospects’ eyes to a new kind of riding ease and 
performance...the kind that only Hupmobile can offer. 
Write today for details of our new, liberal contract. 


HUPP MOTOR CAR CORPORATION... Detroit, Michigan 


Prices f.0.b. factory ... tax and special equipment extra. 














Steering shocks from rough 
roads cannotreach thedriver’s 
arms because of the Road 
Shock Eliminator, first intro- 
duced in the United States 
by Hupmobile. 


Klingler Loo 


Says Factory Success Hinges | Speaks Right Out 
On Success of Its Dealers 


Text of an address presented at the annual convention of the 
Automobile Trade Association of Maryland at Ocean City, Md., by 
Harry J. Klingler, president and general manager of the Pontiac 


Motor Co., is given below with minor deletions. 


In this talk, 


Automotive Daily News feels that the Pontiac chief has added 
much toward the solution of the old problem of factory-dealer, 


dealer-salesman relations. 


AN 


intelligent commercial program is important to both 
the manufacturer and the dealer. 


It is important to 


the dealer because if the factory plans are not well laid 
as far as the commercial possibilities of the franchise are 
concerned—which means the selling and servicing of the 
cars after they are engineered—the dealer cannot hope to 


be very successful. 


It is important to the manufacturer because if he does 
moe have & commercial program OC 


that permits him to have reason- 
able dealer enthusiasm for his 
product, and an appeal in that 
product to the buying public, the 
manufacturer finds it difficult to 
build up his sales force to secure 
the volume necessary to make a 
profit and keep his prices low. 

I mention both the dealer and 
the manufacturer because we are 
in a partnership in this industry. 

It is axiomatic that you can’t 
sell goods without outlets. And 
you can’t have outlets unless you 
have money-making men at the 
head of them. I do not believe 
any manufacturer can operate 
over the long pull unless he rec- 


ognizes the fundamental princi- | 


ple that he can be successful 
only in proportion to the success 
of his dealers. For a time he 
may shoot up like a rocket, but 
he will burst and fade just as 
quickly. 


Avoid the Splurge 


Because I feel that way, I care 
more about sound planning for 
next year, and the year after 
that, than I do for next month’s 
sales record. A permanent, in- 
telligent program is far better 
than a temporary splurge. 

By the same process of reasoning, 
I have been opposed to over-crowd- 


ing dealers in a territory. I believe 
that policy unsound, unfair, and 
short-sighted. It costs money, a lot 


of money, to change dealers; and 
packing them in simply means in- 
creasing your turn-over. I would 


far rather have one healthy dealer | 


on my hands than two sick ones 
struggling for their business lives. 
- - » The two will sooner or later 
have to throw up the ghost. And 
when they do, the manufacturer’s 
organization will be weakened to the 
extent of the size of their contracts. 


The dealer fortunate enough to| 


be associated with a manufacturer 
who has an intelligent commercial 
program, usually finds the following 
essentials embodied either in his 
franchise or the product he is sell- 
ing: 

1. The product must stand up. 
An automobile that does not render 
satisfactory service may have spurts 
of selling but eventually the word 
gets passed around that it is bad in 
this respect, or bad in many res- 
pects, and no sales force for long 
can combat a poorly engineered or 
poorly manufactured product. 

In addition, this commercial pro- 
gram of the manufacturer 
have a discount policy and a parts 
program and accessory program that 
permits the dealer to make money 
on these items. But equally im- 


portant, the car must be engineered | 


and manufactured so it can be serv- 
iced by the dealer with the kind of 
service mechanics that he now has 
in his employ or who can _ be 
schooled to service the product. 


Emerson Was “Wet” 


2. Taken for granted that the 
product will stand up, that the price 
is right for the price class it may 
be in, that the discounts are high 
enough, then the manufacturer at- 
tempts to surround himself with 
enough dealers of the right type to 
give him the volume he has a right 
to expect. There is an old saying 
that I believe Emerson is credited 
with, to the effect that—“If a man 
will build a better mousetrap than 
his neighbor, the werld will make a 
beaten path to his door.” I do not 
believe in that saying. I believe the 


world will make an effort to find a 
better mousetrap, but not too much 
Modern high-speed 


of an effort. 


must | 


| able to supply the demand. 
remember, when on two or three of | 


| have a conversation with one of the 


have made 
shopping 


merchandising methods 
the world lazy in_ its 
habits. 

The world today picks its auto- 
mobiles and soups and cigarettes out 
of the pages of the newspapers and 
magazines, and off the billboards, 
and out of the air through its radio, 
instead of having to snoop around 
musty shop windows looking for 
bargains. 

I do not think people will beat a 
path to the door of the man who 
has the best straw hat, mousetrap, 
or automobile, no matter what a fine 
product the engineer thinks he has 
designed, or the factory manager 
thinks he has built.—Jt still must 
be sold. 

A few years ago motor cars were 
a novelty. Then people began to 
facturers, especially in the big sell- 
ing months of the year, were not 


the leading cars, it was customary 
to bribe salesmen, put down large 
deposits, put your name on the list, 
and the orders would be filled in 
rotation. That has not happened 
for some time, and it is not likely 
to happen again for a long time. 
The answer is obvious—manufactur- 
ing facilities have been increased, 
caught up to, and passed consumer 
demand. Manufacturers are able 
now to supply the dealers reason- 
ably well in January, February and 
March for the faster selling season 


of April, May and June. Therefore, 
we have changed more than most 
people realize—and this applies 


both to the manufacturers and deal- 
ers, from an order-taking business 
to a selling business in the motor 
car industry. 

I say more than most people real- 
ize, because recently I happened to 


larger and more powerful motor car 
dealers in the United States, who is 
thinking of his past success more 
than his present problems. He said 
to me that, in his opinion, and ac- 
cording to his records, 95 per cent 
of his business just dropped into 
his store. When I expressed sur- 
prise over that, and asked him if he 
thought that was the best way to 
make money and sell cars, he re- 
luctantly replied that perhaps it 
was not the best way but that he 
was not of the frame of mind to 
expend the necessary planning and 
energy to go out and add to his 
present volume by an_ intelligent 
supervision of his sales force that 
would lead up to adding several hun- 
dred units and yet be getting busi- 
ness that would not normally just 
walk into his front door. 


Don’t Wait for ’Em 


That little extra effort would have 
brought him a very much greater 
income, because those cars would 
have been just so much velvet. 
After you have gotten enough vol- 
ume to meet your overhead, every 
additional sale is net profit. 

Fortunately, I do not believe his 
case any longer is typical of the 
automobile dealer in business today. 
I believe the depression has taught 
us more about management than we 


accept them, and for a while manu- | 


I can} 





ever cared to learn in our lives be- 
fore. It forced us to pay attention 
to business in order to stay in busi- 
ness. We discovered that we could- 
n’t take the summer off to go fish- 
ing and let the business run itself, 
because if we had, there wouldn’t 
have been any business left to come 


back to. The average dealer is sales 
minded. The average dealer hates 
figures. So do I. Yet during the 


past four years I’ve been shoved 
into figures literally up to my eye- 





brows. 
The same thing, I know, is true 
of you men. 





You have had to get plane. 





H. J. KLINGLER 
President of Pontiac 


into phases of your business that 
you disliked, or you couldn’t have 
continued to operate. In this con- 
nection, I am reminded of a pa- 
thetic case I uncovered some years 
ago in a small town in Oklahoma. 
The dealer there was apparently do- 
ing a nice business—getting a high 
percentage of price class, used cars 
under control, service and acces- 
sories volume up, and a good net 
profit per new car sale. On the 
surface, a very desirable small-town 
operation. Yet he had trouble pay- 
ing for his cars. When we got into 
the case, we discovered that he had 
more than $70,000—nearly his whole 
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ks Sales Problems Straight in the Kye 


Retail selling is one phase of this 
business which has persistently de- 
fied every effort to reduce it to a 
scientific pattern. The factory can 
go only so far as to outline broad 
policies of procedure, and their im- 
mediate application thereafter rests 
with the individual dealer. 

In a general sense, I have always 
advocated giving productive sales- 
men adequate compensation. You 
might ask me how much I mean by 
“adequate.” I can’t answer that. 
It depends upon the prevailing wage 
scale in your community, and on 
how good the man is. Everyone of 
you knows the answer to those two 
questions in your local territories. 
Get the good man, if and when you 
can, and then pay him enough to 
keep him. I have never yet known 
a dealer to go broke paying good 
salesmen good money. 

Every time you lose a good man 
and have to hire another, you lose 
money. It costs plenty to train a 
green man, even though he has had 
experience with another dealer. I 
am convinced that if some of the 
money spent in training new men 
were invested in holding onto the 
old ones, the average dealer would 
be much better off. 

A retail salesman represents an 
investment. Yet there is no con- 
sistency on the part of the average 
dealer in the way he makes his in- 
vestments. He will phone his broker 
and buy a high priced stock because 
it looks safe, permanent, and pays 
a high dividend. He doesn’t fool 


with the low-priced, speculative 
issues. Yet he will turn around, 
and get his retail salesmen as 


cheaply as he can. He forgets that 
the good men come high—and pay 
high dividends. It is time he ap- 





Kondensed Klinglerisms 


I do not believe any manufacturer can operate over a 
long pull unless he recognizes the fundamental principle 
that he can be successful only in proportion to the success 


of his dealers. 
. 


dealers. 
+ 


Get the good salesman, if and when you can, and pay him 
I have never known a dealer to go 


broke paying good salesmen good money. 
x a. * 


enough to keep him. 


I have sometimes been worried over the fact that in the 
automobile business we have not brought out selling effort 


up to a higher plane... . it 


every effort to reduce it to a scientific pattern—it is purely 
a local problem and up to you and yeur sales manager. 
* od * 


I am convinced that if some of the money that is spent 
in training new men were spent in holding onto the old 
ones, the average dealer would be better off. The only way 
to train a salesman is to work with him and point out 


his faults. 
* 


* 


If a dealer can so divide his time that the proper portion 
of it is spent in the service department and the proper 
portion in the sales department, I do not think anything can 
keep him from being successful if he has a representative 


product. 


a 

I have been opposed to over-crowding dealers in a terri- 
tory. I believe that policy unsound, unfair and short-sighted. 
I would rather have one healthy dealer than two sick 


* 


After you (a dealer) have gotten enough volume to meet 
your overhead, every additional sale is net profit. 
* + + 


+ 


The instant a stranger steps through your door he should 


be treated as an asset to your establishment. 
* 


* 


is one phase that has defied 


* 











life’s savings—tied up in bills out- | 
standing. He gave credit to prac- | 
tically everybody in town, without | 
regard to the quality of the risk, | 
simply because he could not say} 
“no.” His case, of course, is ex-| 
treme, but it is better to say “no” | 
to the customer than to have the| 
banker say “no” to you. 


Management Leads 


No operation like that could have | 
survived the depression. For that} 
reason, the dealer who did survive | 
without too many scars, is today a 
better dealer for it. He has learned 
to pay closer attention to business. | 
He is running a better balanced op- | 
eration. The main thing I am con- 
cerned about is that with the return 
to better times, we may back-slide | 
to the oldtime slovenly management. | 
And, as I have preached to my er- | 
ganization for years, “THERE IS. 
NO SUBSTITUTE FOR GOOD) 
MANAGEMENT.” 

I have sometimes been worried 
over the fact that in the automobile 
business we have not brought our| 
retail selling effort up to a higher) 





| He 


plied his stock-market philosophy to 
his retail organization—time he 
stopped fooling around with the 
“cats and dogs,” and got into the 
blue chips. 


Training Salesmen 


As to the training of salesmen— 
here again is a problem that varies 
with the individual dealership. The 
factory can supply you with selling 
points of the product, and the com- 
petitive comparisons. But the fac- 
tory can’t tell how an _ individual 
type of salesman can close with an 
individual type of prospect. That 
is a purely local problem—up to you, 
as a dealer, and your sales manager. 

But because the retailing problem 
is largely local in character, the 
dealer has an opportunity te do in 
his home town what the factory 
would attempt to do if the problem 
were national. The dealer can ana- 
lyze the results his men are getting. 
can determine when the mill 
hands, and the clerks, and the farm- 
ers and professional men are most 
susceptible of approach, and at what 
hour of the day, or under what 
conditions, each type of prospect is 









easiest to close. He can determine 
from the experiences of his men 
when the odds are most favorable 
to the salesman, and by playing 
those odds, he should be able to re- 
duce the percentage of error. 

It has been said, and I believe it 
is true, that the first few minutes 
of a contact are the most important. 
First impressions wield a tremen- 
dous influence on a prospect. This 
has been especially emphasized dur- 
ing the operation of the dealer code. 
Many salesmen, without attempting 
to sell a prospect on a new car, 
without even bothering to point out 
the features of the car they were 
supposed to be selling, would pull 
out the code book and show the 
prospect how much the law would 
allow for the old car in trade. In 
many instances, the salesman’s atti- 
tude was dogmatic; he assumed a 
take-it-or-leave-it manner. He an- 
tagonized the prospect before the 
prospect ever got a chance to get 
interested in a new car. Such tac- 
tics have no place in the modern 
scheme of merchandising. Today’s 
salesman has to use a new brand 
of psychology. He has to be subtle 
instead of arbitrary; he has to 
throw away the hammer and tongs 
for finesse of a high order. 

The only way I know to teach 
him is to work closely with him, 
point out his faults, and guide him 
along the direction he should take. 
Emphasize the importance of a 
good first impression, and with a 
thorough knowledge of the product 
he is selling. Particularly make him 
understand the value of a proper 
handling of a showroom prospect. 
The instant a_ stranger steps 
through your door, he should be 
treated as an asset to your estab- 
lishment. He has come in predis- 
posed toward your product, or at 
least interested in it. He is in the 
market for an automobile, or he 
would not be there. To frighten 
him away by discourteous treatment 
is nothing short of throwing out a 
potential sale. 

In my opinion, there are two ways 
to sell more cars in a given dealer- 
ship, which in turn, should make 
more money for the dealer and give 
him more pride in his own opera- 
tion: 


Service Imperative 


1. Every dealer should be sure 
that his service department is of a 
type that brings back every possible 
customer as a repeat buyer. There 
are dealers who take an active daily 
interest in their service department, 
and they surely benefit from it. 
There are other men who avoid 
their service departments and they 
close their eyes blindly to the great 
potential income that lies within 
their service departments. 

No man can sell automobiles suc- 
cessfully over a long period of time 
with a poorly operated, unsatisfac- 
tory service department. No fac- 
tory advertising and no carefully 
engineered car is able to overcome 
indifferent, poorly followed up serv- 
ice in the dealerships. 

2. The seeond point I want to 
make on how to sell cars and make 
money is for any given dealer to 
know what is going on each day in 
his sales department. If a dealer 
can so divide his time that the 
proper portion of it is spent in the 
service department and the proper 
portion in his sales department, I 
do not think anything can keep him 
from being successful, providing he 
has a representative product. Cor- 
respondence, visiting with miscel- 
laneous callers, going over figures 
that the bookkeeper gives us are, 
after all, what I would term unpro- 
ductive labor. Of course, a mar 
needs to see a certain number of 
visitors, needs to understand his 
statement, accounts payable, ac- 
counts receivable, and bank balance, 
but they can really be assimilated 
quickly. 


Some Good, Some Bad 


A man’s time should be spent in 
the service and selling end of the 
business; and give reasonable en- 
ergy, and an intelligent brain, at- 
tention to those two items will make 
any dealer successful. 

When it comes to operating a 
retail sales force, I have seen good 
ones, mediocre ones and bad ones, 
and the difference is usually so 
ebvious. I believe it was a matter 





of one man being eternally on the 
job leading his men instead of 
driving them, being in on the sales 
force problems daily, seeing to it 
that no customer left his service 
shop dissatisfied, seeing to it that 
he had enough friends in town so 
that people gladly referred any 
prospective motor car buyer te him. 
This sert of condition eliminates 
the over-trading worry. I have 


(Continued on Page 16, Col. 1) 
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Motorists Turn to Politics 
to End Tax Diversion Raids 


of motor vehicle revenues for 
other than highway development 
purposes. 
the sole state which 
constitutional limit upon the gas- 
oline tax rate which 
assessed. 


Gasoline tax diversions, 
amounting to $200,000,000 yearly, 
or roughly one-third of the total 
motor revenues collected by the 
states, have been the subject of 
many a bitter legal controversy 
in the past four years. 
ably, the plaintiff has discovered 
that in the absence of a specific 
constitutional provision, his cause 
is a lost one even as the legal 
action is instituted. 


Washington, July 13.— Motor- 
dom, it appears, has decided to 
go political. At least its leaders 
are determined that it shall do so 
to the extent of seeking legal 
checks in the future on things 
that have happened to it in the 
immediate past. 

Specifically, motoring interests, 
as represented by the big motor 
clubs, now are mapping cam- 
paigns to seek constitutional 
changes in the various states 
which will make impossible the 
diversion of motor vehicle reve- 
nues to purposes unrelated to 
highway transportation develop- 
ment. They do not want ever 
again to be in the position of the 
only working member of a large 
family who is made to carry the 
remaining members through a 
long depression. 

Among the 48 States only one, 
Missouri, it is pointed out, has 
written into its constitution a 
provision which prohibits the use 


“..-a word in 
edgewise” 


(Continued from Page 4) 
season of 1934 is over by a long- 
shot. They are planning adver- 
tising support and sales promo- 


tion schemes to help their dealers | 
gains | 


maintain the percentage 
over 1933 which they have experi- 
enced every month of this year. 
Take it from me we ARE a long 
ways out of the depression woods 
and the organization which is 
now “viewing with alarm” will 
have something to be alarmed 
about when they read their com- 
petitors sales figures for the third 


quarter!” 
+ * > 


THAT TIES-IN so neatly with 
the opinion which this humble 
scribe has held for many moons 
that I am glad to include it in 
this column. If there are pessi- 
mists abroad who wonder what 
it is all about, let them look care- 
fully into their own individual 
situation as our worthy President 
suggested in his recent radio 
broadcast. If they and their busi- 
ness connections are not better 
off than they were a year ago to- 
day, then let them analyze care- 
fully the reasons which are more 
ert to be found right on their 
own door-steps then in Washing- 
ton. 

* * + 

PROOF that the printed word 
never dies: 

“Orchard Lake, Mich., July 5, 
1934, I want to acknowlege re- 
ceipt of your paper dated Friday, 
March 16 and wish to state that 
as a stockholder in the 
Motor Car Co. I am not in sym- 
pathy with the policies which you 
propose therein.” 


The issue referred to was one | 


of the extra editions which we 
published to appraise the auto- 
motive industry of the seriousness 
of the proposed Wagner bill. This 
rather late criticism set us to 


wondering (ist) if our, undoubt- | 


edly sincere, correspondent reads 
the papers and (2nd) just what 
the stock which he owns in a 
motor car company would be 
worth today if the Wagner bill as 
first proposed had become a law. 
7 * * 

EVERYONE seems reasonably 
pleased with the final decision 
regarding the New York and Chi- 
cago national shows. It is too 
early yet to predict just what 
modifications will be made in the 
first plans. There is still an ac- 
tive interest in the proposal to 
hold a motor mart, for dealers 
only, in Detroit as far ahead of 
the public shows as possible. One 
thing is certain the public will be 
just as keen to see the 1935 
models as they have been in any 
previous year and the industry, 
manufacturers and dealers alike 
are not going to hide under a 
bushel any of the new merchan- 
dise which they will then have 
to offer.—GMS. : 
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Will Error Stand 


Richmond, Va., July 13 (UTPS). 
—Whether an alleged error in the 
State motor vehicle division may 
be used successfully as a defense 
|in a suit is the main question in 
in which Virginia State | 
supreme court of appeals Tues- 
to the 
Credit Finance Corp. 
from a decree of the circuit court 
of Accomac county, Virginia, in 
an action brought by it against 
the Franklin Finance Corp. and 


Moreover, Missouri is 
imposes ala case 


shall be | day granted an appeal 


Maryland 


others. 


Invari- 


of $1,000 
truck, and filed notice of 





As Court Defense? 


According to the petition filed 
in the appellate court, the Mary- 
land corporation agreed to fi- 
nance Ira J. Webb to the extent 
in the purchase of a 
lien 
with the motor vehicle division 


on Oct. 18, 1933. On Oct. 25, 1933, 
the Franklin Corp. recovered 
judgment for $571.86 and levied 
on the truck. 

It appears from the petition 
that on Nov. 1, 1933, the motor 
vehicle division issued to Webb a 
title to the effect that there was 
no lien on the truck at that time. 
It later, on Nov. 9, 1933, issued 
another title showing the lien of 
the Maryland corporation. 

The circuit court refused to 
recognize the lien of the Mary- 
land corporation, and this raises 


13 


Leading Ford Dealers 


To Visit Rouge Plant 
Detroit, July 13——Thirty Ford 
dealerships in Wayne county will 
be represented in a party of Ford 
dealers from 104 Ford dealerships 
in all sections of the United 
States, which will meet in Dear- 
born Monday for a tour of the 


Rouge plant and Greenfield Vil- 
lage. The party will celebrate 
|sales leadership of the dealer- 


ships, each of which during June 
delivered 100 or more Ford cars 
and trucks. 








|companies operating throughout 


in the appellate court the ques- 
tion of whether or not a lien can 
be lost because of an error which, 
on the agreed statement of facts, 
was made by the motor vehicle 
division. 

The decision 
being watched 
terest by dealers 


Late 


the Ford Exposition 
their homes. 
in this case is | Rouge plant and to the 
with great in- 
and finance 
|in recognition of their 


| ment. 





this section. 


“We have sold 500 new Internationals... 
A volume of approximately $900,000” 


—SIMPSON MOTOR TRUCK COMPANY, INC. 


“We have been International Truck dealers 
since Jan. 1, 1928,” writes E. L. Simpson, presi- 
dent of the Simpson Motor Truck Company, 
Inc., Clarksburg, W. Va., “and since that time 
we have sold 500 new International Trucks, a 
volume of approximately $900,000. We went 
through the depression, getting most of the 
truck business in our locality. During that pe- 
riod we sold one truck out of every four. 


“We consider the International Truck fran- 
chise the best one of all manufacturers. We of 
course may be a bit selfish to say this but we 
have made money with it while we have seen 
other dealers with other franchises crumple and 
go out of business. 


“The International line offers a range of 
models—a truck for every job and every busi- 
ness. Service on trucks delivered to the cus- 
tomer is most important. No company renders 
the repair service that the Harvester company 
does, due to the branch-house set-up and the atti- 
tude of the sales force toward after-sale service. 


“I am glad to tell you that I have been con- 
nected with International Truck sales for 13 
years. I have been in the thick of the fight, 


This powerful 4- to 5-ton unit is 
one of a beautifully streamlined 
series of International Trucks. 


CLARKSBURG, W. VA. 


have seen them come and go, and suggest to 
any dealer who wants to sell trucks, to sell In- 
ternationals 100 per cent.” 


Here is what International offers: 


A complete line of trucks from %-ton up; a 
reputation without equal for quality and after- 
sale service; 201 International Harvester branches 
which provide the closest possible assistance in sales 
and service; International Truck finance plan on 
both new and used trucks; largest advertising 
campaign of any full-line truck manufacturer, 
constantly promoting the sale of Internationals 
in national magazines, newspapers, vocational 
publications, and through direct-mail. 

The new line of streamlined International 
Trucks is on display in the International Har- 
vester exhibit at the World’s Fair in Chicago. 
When you come to the Fair, visit this showing 
of the latest and finest in trucks. 

Call the nearest International Branch for full 
details about the International Truck contract 
in your territory. 


INTERNATIONAL HARVESTER COMPANY 


of America 


606 So. Michigan Ave. (7 ,,-4;porated) Chicago, Illinois 


NTERNATIONAL TRUCK 





Monday afternoon 
party will board a special train 
for Chicago where they will visit 


the 


at the 


World’s Fair, before returning to 
On the trip to the 


World’s 


Fair members of the party will 
be guests of the Ford Motor Co. 


achieve- 
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Packard Pushes Plans 


(Continued from Page 1) 


of its present cars, the factories 
in Detroit have been going 
through the biggest program of 
rearrangement in the history of 
the company. Through intensive 
study and employment of the 
most modern methods of factory 
layout the mile-long plant is be- 
ing made into two separate 
plants, in one of which manufac- 
ture of Packard cars will be car- 
ried on, while the new and much 
smaller car will be built in the 
other. Both plants will be among 
* the most compact and efficient in 
the industry. The new car will 
be built in large production with- 
out any major increase in fac- 
tory space as a result of the work 
now in progress. 

Reorganization in connection 
with the smaller car was started 
months ago with the addition of 
more than 90 engineers to the 
engineering department. Col. J. 
G. Vincent, vice-president of en- 
gineering, now has a force of 425 





M. M. Gilman 


aen actively at work in research, 
lesigning and testing. Packard 
nen say the entire industry has 
been combed, and is being 
combed, for the best possible tal- 
ent. Among those well known 
throughout the industry who 
have been added to the Packard 
engineering staff are: E. R. 
Smith, Erwin L. Bare, E. A. 
Weiss, Edwin H. Johnson, and 
Charles M. Lejuste. All have had 
a wide experience in production 
and design of smaller cars. 
Reorganization of the factory 
sales personnel, also well under 


way, is expected to be followed | 





Roberts 


Chamberlain 


by greater supervision and broad- 
ening of the sales organization in 
the field. M. M. Gilman, vice- 
president and general manager, 
will be in charge of all sales ac- 
tivities. R. E. Chamberlain, for- 
mer general sales manager and 
for the last few years manager 
of the factory branch at Buffalo, 
N. Y., is being called back to the 
factory to become sales manager 
of the present Packard division. 
A sales manager for the smaller 
car is to be appointed later, it 
is announced by the company. 
F. H. McKinney, general sales 
and advertising manager, has 
been made director of advertis- 
ing and sales promotion. In this 
position he will be in charge of 
all advertising and sales promo- 
tion of the new car as well as the 
several lines of Packard cars. A 
sales promotion manager is to be 
appointed for the new car and J. 
A. Gilray will continue as sales 
promotion manager for Packard 
cars. R. W. Carson is to be man- 





ager of districts for both cars. 


Announcement is expected 
shortly of the appointment of 
several men well known through- 
out the industry as members of 
the manufacturing staff under E. 
F. Roberts, vice-president of 
manufacturing. They will be en- 
gaged largely in the manufactur- 
ing of the small car. 

Just what Packard’s new car is 
going to be continues to be the 
subject of country-wide specula- 
tion. No announcement has been 
forthcoming from the company 
beyond the statement by Alvan 
Macauley, president, to the stock- 
holders that it would not be com- 
petitive in any way with the 
present Packard cars. 


Dealer Petition 
Cites Need for 
Makers Code Aid 


(Continued from Page 1) 

in definite and substantial benefits 
to the entire automobile retailing 
trade, and the provisions of this 
Code have met with wide accept- 
ance by the consuming public. 

“We feel it is essential to the 
entire automobile industry that 
the Fair Trade Practice Section 
of this Code be continued, and 
that the manufacturers co-oper- 
ate in the enforcement of these 
provisions of the Code. Without 
the unqualified backing and sup- 
port of manufacturers, there will 
be a return to the former selling 
methods which will eventually 
break down and destroy the or- 
ganization which supplies the 
outlets for motor vehicle factory 
products. 
or not our code is maintained 
and enforced as the dealers of 
the United States in its incep- 
tion believed it would be, 
wages, labor and hour provisions 
of the code will remain in full 
force and effect until 
1935. This situation would im- 
pose an intolerable burden upon 
dealers and would eventually 
bankrupt the great majority of 
the organizations. 


“We, therefore, respectfully de- 
mand that you secure the whole- 





hearted, individual and collective | years, Klingler stated his disbe- 


support of the Motor Vehicle Re- 
tailing Code by the motor manu- 
facturers of the United States to 
those portions of the Fair Trade 
Practice Provisions of our Code 
governing the price of new 
merchandise and allowances on 
used motor vehicles taken in 
trade. 

“Failure of any manufacturer 
of motor vehicles to co-operate 
with you in our attempt to main- 
tain the Fair Trade Practice Pro- 
visions of our Code will be con- 
sidered by us as a yardstick of 
the merchandising principles and 
attitude of said manufacturer to- 
ward legitimate business and 
their dealers.” 

The petition makes no specific 
charges of lack of co-operation 
on the part of any manufac- 
turer, neither does it in any way 
limit Vesper’s powers in dealing 
with car makers. 

The petition may be taken as 
evidence of a determination on 
the part of dealers to win a 
stronger voice in the manufac- 
turers’ program. The closing 
paragraph of the petition implies 
that dealers may take retaliatory 
measures against manufacturers 
whose programs are considered 
inimical to the dealer interest. 
With the present popularity of 
the dealers’ code throughout the 
dealer body an almost unanimous 
petition is anticipated. 

Under the terms of the manu- 
facturers’ code the question of 
fair competition is completely 
ignored. The manufacturers at 
the time the code was promul- 
gated took the stand that the 
manufacturing end of our indus- 
try was uniquely free from unfair 
practices and they saw no oc- 


Regardless of whether | 


the | 


June 1,} 


| appeal 








“Brakes Can’t Break” 





Suspending a 3500 pound Nash Big Six coupe by one of the 3/16 inch 
cables used in its Bendix braking system was the manner in which 
N. E. Wahlberg, vice-president in charge of engineering, proved the 


safety of Nash brake cable. 


E. H. McCarty, president of Nash, and 


C. H. Bliss, vice-president and director of sales, were interested 
observers of the test. 





casion to interfere with opera- 
tions of companies as they were 
at that time. 

Merchandising problems and 
questions of unfair competition in 
the selling field were left to the 
dealers themselves. In the mer- 
chandising of a seasonal product, 


it is claimed, the activities in the 
production end are of immediate 
concern to those in the market- 
ing end, and it is for this reason 
that dealers are seeking assur- 
ance of manufacturer co-opera- 
tion in supporting the dealer 
code. 





Maryland Dealers Hear 


Klingler Sales Axioms 


(Continued from Page 1) 


arousing enthusiasm on the part 
of the dealer and containing an 
for the product on the 
part of the buying public, any 
manufacturer will find it difficult 
to build up his sales force to se- 
cure the volume necessary to 
make a profit and keep his prices 
low. 

“T care more about sound plan- 
ning for next year, and the year 
after that,” said he, “than I do 
for next month’s sales record. A 


| permanent, intelligent program is 


far better 
splurge.” 
Citing the philosophy by which 
he led the sales and dealer or- 
ganization of the world’s largest 
motor car manufacturer for five 


than a_ temporary 


lief in the famous Emerson the- 
ory of the better mouse trap and 
the beaten trap by saying, “I be- 
lieve the world will make an 
effort to find a better mousetrap, 
but not too much of an effort. 
“Modern high-speed merchan- 


| dising methods have made the 


world lazy in its shopping habits. 
The world today picks its auto- 
mobiles and soups and cigarettes 
out of the pages of the news- 
papers and magazines, and off the 
billboards, and out of the air 
through the radio, instead of 
having to snoop around musty 
shop windows looking for bar- 
gains. 

“I believe the depression has 
taught us more about running 
our businesses than we ever 


Hot Weather Doubles 


Worn Out Tire Troubles 

New York, July 13.—That hot 
weather doubles worn tire 
troubles is revealed in a chart 
prepared by the U. S. Rubber Co. 
which records the trend of tire 
troubles by months. The chart 
shows that tire failure hits a 
peak in August, and that it is 
almost as frequent in July and 
September. June and October 
also prove rather troublesome. 

While the amount of driving 
naturally increases in the sum- 
mer months, it does not increase 
nearly as fast as the amount of 
tire trouble. In August, for ex- 
ample, there is 65 per cent more 
driving than in February, and 
there is 140 per cent more 
trouble. Similarly, in July and 
September driving increases 60 
per cent, while trouble increases 
130 per cent. 





cared to learn in our lives before. 
It forced us to pay attention to 
business in order to stay in busi- 
ness. We discovered that we 
couldn’t take the summer off to 
go fishing and let the business 
run itself, because if we had, 
there wouldn’t have been any 
business left to come back to. 

“In this motor car business we 
still have a grand, excellent fu- 
ture, I believe. The inherent 
urge of people to have motor cars 
is as strong, if not stronger, to- 
day than it ever has been. 

“The motor car industry is go- 
ing through a period of adjust- 
ment and you and I are going to 
see even better things in this 
industry than any of us have 
seen in the past,” he concluded. 


Wholesale Car 
Financing Tops 
Retail Volume 





(Continued from Page 1) 


to 1934 in which wholesale volume 
was as great as retail, and the 
1929 wholesale volume was only 
41 per cent of retail. 


“We pointed out (in May) that 
inasmuch as wholesale loans go 
direct to the manufacturers to 
pay for new cars, the finance 
companies must be in the posi- 
tion of financing substantially the 
entire operating costs of the man- 
ufacturers. Since then we have 
been informed that a substantial 
amount of this wholesale financ- 
ing represented loans made to 
dealers against the security of 
used cars. 

“Money thus loaned, of course, 
does not go direct to the factory, 
but rather is used by the dealer 
as current working capital. We 
have no means of knowing how 
large a proportion of wholesale 
financing consists of loans of this 
type, but we are loath to believe 
that they constitute a very impor- 
tant percentage of the total.” 


De Soto Dealers 
Sales Hold Firm 


Detroit, July 13.—Retail sales 
of De Soto and Plymouth cars by 
De Soto dealers for the week 
ended July 7, totaled 2,801 units, 
it was announced today. 

This was an increase of 21.1 per 
cent over the corresponding week 
last year and 13.2 per cent above 
the first week in June this year. 
It was said that sales are continu- 
ing at near record peaks through 
July despite the usual seasonal 
decline. 





New Denver Bus Law 


Denver, Colo., July 13.—The Den- 
ver city council has enacted a new 
ordinance relating to the operation 
of buses on city streets. All oper- 
ators of buses with the exception of 
the Denver Tramway must procure 
a city license. The new ordinance 
provides that each such vehicle be 
taxed $100 a year. Fines range 
from $100 to $300 for violations of 
the new statute. The district court 
recently ruled that anyone could 
operate a bus on the streets of Den- 
ver unless specifically deemed un- 
lawful by the city council. 
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You'll enjoy your stay 
more if you stop at the 
Hotel Lexington. Register 
at the Lexington and get 
the utmost in comfort, 
service and courtesy. 
Your room will be cool 


and airy, invitingly furnished. Modern as this 


minute, radio at no extra charge, tub and shower 
bath. You certainly get your money’s worth at the 
Lexington. Rates $3 and up for one person. All 
Lexington restaurants are cooled by refrigerated air. 


HOWEb LaxXINGLON 


48TH STREET AT LEXINGTON AVENUE * NEW YORE 
CHARLES E. ROCHESTER, Manager 


Direction National Hotel Management Co., Inc., Ralph Hitz, President ¢ Ritz-Carlton, 
Atlantic City, Book-Cadillac, Detroit; Netherland Plaza, Cincinnati, Van Cleve, Dayton 
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instead of nationally, which 
should insure the proper need of 
publicity. For example, Detroit 
always has been a local show and 
the Free Press, Times and News 
never have had any cause for 
complaining about lack of adver- 
tising support during show week. 

ok 


CHANGING New York and 
Chicago from national to local 
means the elimination of the 
hotel shows which will relieve 
many of the big companies of the 
huge expense of promoting these 
exhibits. Of late years these out- 
side affairs have become white 
elephants, stirring up a competi- 
tive spirit among business rivals 
that cost a lot of money and ina 
way having a harmful effect on 
the box office receipts of the 
shows in the Palace and the 
Coliseum—a house divided against 
itself, as it were. Possibly some 
of the coin promoters of these 
hotel displays will save by this 
elimination can be used for other 
purposes, advertising, for  in- 
stance. 

With. public interest concen- 
trated in the Palace display and 
with Al Reeves running it, which 
is in the cards right now, the 
New York show will be just as 
big, just as important as it al- 
ways has been. You won’t notice 
the sign, “This Place Has 
Changed Hands.” 


Ba 


cd a 


* * 


INDICATIONS that last month | 
is going to be the June bride so} 
and | 


far as sales are concerned 
straws showing that July buying 
is holding up unusually well, it 
may be said that the industry is 
catching 
the statisticians get to analyzing 


1934 they are going to declare it | 


was another cockeyed year in 
that right now it is surprising 


some of the very best projection- 
ists who are going to have to ad- 
mit that they were too pessimistic. 


The column’s tea leafing is 
confirmed by some mid-summer 


revising upward 
schedules which 
caused by the 


of advertising 
is taking place 
clamors of 


saatiiphiipnatennmngtaahitarmanentansia ek 


Sparks |’ 


its second wind. When | 


the | 


dealers called into conferences by | 


several of the big factories. The 


brass hats have been 


and what they have been told by 
dealers as to the outlook is un- 
doubtedly responsible for the loos- 
ening of purse strings for adver- 
tising purposes. 


Usually this is the time of the} 


year when the advertising prun- 
ing knife is whipped out but not 
so now. It looks as if manufac- 
turers realize that we are not 
near the end of the 1934 chapter 
as is usually the case at this time 
because the dealers tell them 
there still is a lot of business to 
be done. 


* 


THERE’S ONE story I heard 
this week which shows how the 
makers are listening to their deal- 
ers as to advertising. I picked it 
up at the Recess Club from a 
gossipy bunch which seemed to 
have the low down on a confer- 
ence with dealers who were asked 
about mid-summer advertising by 
the factory and who proceeded to 
speak frankly. Their criticism 
was that the factory had spent 
advertising money like wild fire 
at the beginning of the year when 
the dealers could not get deliv- 
eries, After the production lines 
really got into action this adver- 
tising petered out, which caused 
prospects to wonder what had 
happened. Just when the dealers 


needed the advertising there 
wasn’t any printers’ ink support. 
* * * 


A NEW IDEA is the vacation 
days’ sales contest which GM 
Truck is now conducting. There 
is a daily cash melon cut, $25 go- 
ing to the high salesmen in sales 
each day in each of four sales 
territories, The end comes on 
the 21st. 


talking | 
things over with their customers | 

















ichigan Plans 
Uniform Code 
Enforcement 


Detroit, July 13—A_ uniform, 
practical and legal method of code 
enforcement has been arrived at 
between the State NRA Compli- 
ance Director for Michigan, Ab- 
ner Larned, and the State Advis- 
ory Committee. 


Larned has recognized the right 
of the State Advisory Committee 
to adjust complaints and sanc- 
tioned the practice of requiring 
dealers who sell a car in violation 
of the fair trade section of the 
code, to make restitution to the 
dealer or dealers deprived of the 
sale by unfair methods. In the 
case of wilful and continued vio- 
lators, not only will restitution be 
required, but the State Compli- 
ance Director will secure, through 
the Federal district attorney, an 
injunction from the Federal court 
restraining the violator from 
further violation of the code. A 
violation of this injunction, when 
granted by the Federal court, will 
place the violator in contempt of 
that court—a situation which can 
easily be a more serious matter 


by the NRA statue. 

Larned further agreed with the 
committee that in any case of 
code violation where restitution 
cannot be made to a dealer or 


sent such violations to the United 
| States district attorney for either 
the eastern or western district of 
Michigan and secure an injunc- 
tion restraining the dealer from 
further violation of the code; and 
will, in the case of flagrant and 
continued violations, ask the pros- 
ecution of the offender under the 
NRA statute. 


NRA has ruled that all automo- 





bile violations are interstate in 
character, and this ruling has 
| been sustained in some United 
| States district courts. 

| Every code violator, who has 
heretofore been proved such by 


a county code committee and the 
finding approved by the State 
Advisory Committee, who 


April May 

1934 1934 

Buick 6449 5310 
Cadillac 672 683 
Chevrolet 63458 57793 
LaSalle 781 963 
Oldsmobile 8911 9330 
Pontiac 9609 9238 
Group Total 89880 83317 


General Motors 


excl. Chevrolet 26422 25524 
Chrysler 3529 3713 
De Soto 1380 1458 
Dodge 11523 9058 
Plymouth 34274 33280 
Group Total 50706 47509 
Chrysler Motors 
excl. Plymouth 16432 14229 
Ford 61950 67993 
Lincoln 234 225 
Group Total 62184 68218 
Terraplane 5800 = 451 
Hudson 3166 2705 
Group Total 8966 8156 
LaFayette 250 978 
Nash 1501 1738 
Group Total 1751 =2716 
Auburn 373 597 
Austin 126 85 
Continental 97 45 
Franklin 46 96 
Graham 1838 1535 
Hupmobile 514 657 
Packard 646 516 
Pierce-Arrow 189 211 
Reo 261 519 
Studebaker 4891 4140 
Willys 400 825 
All Other Makes 32 21 


Total, U. S. 222900 219163 
* LaFayette not in production in 1933. 
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than the punishment prescribed | 


dealers, he will immediately pre- | 


again | 









of Los Angeles. 


series seven-passenger sedan. 


second offense brought to the at- 
tention of the Federal district at- 





| compliance office immediately, re- 
| gardless of whether restitution is 
made or not. 


G.M. Canada, Shipments 
Near 100 Per Cent Gain 
Oshawa, Ont., July 13.—The ex- 


tent to which the early summer 
demand for automobiles taxed 


the capacity of motor car plants | 


was revealed today in a mid-year 
sales survey by C. E. McTavish, 
general sales manager, 
Motors Products of Canada, Ltd. 
| Shipments from the local 
to June 30 this 
those of the first half of last year 
by 92.4 per cent, he said. 
shipments exceeded those of the 
whole of 1933 by 7,714 units—an 


\ 
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Buick “Sunshine” Top 


torney through the State NRA} 


General | 


plant | 
year exceeded | 


These | 


| an equal number of employer and 
|employe representatives. 


CORRESPONDING MONTH 





One of the few “sunshine” top automobiles ever built in this country 
was recently produced by the Buick Motor Co. for a resident of 
Pasadena, Calif., and delivered through the Howard Automobile Co. 


The top was especially made to order for the owner. 
It is made of pyralin and may be slid back. The car was a Buick 90 
While the sunshine top is compara- 
tively rare in this country, it is quite popular in Europe. 


violates the code, will have the! increase of approximately 30 per 


cent. 
McTavish added that mid-sum- 


mer sales were being well main- 


tained. 


Joinson Approves 
Labor Board for Rubber 


Washington, July 13.—The ap- 
plication of the code authorities 


| of the rubber manufacturing and 


rubber tire manufacturing  in- 
dustries for the establishment of 
a Rubber Industry Labor Board 


niente te eit A 





| 
| 
| 
| 
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California Has 
June Sales Gain 
Despite Strikes 


Los Angeles, July 12.—Despite 
the heavy handicap of big mari- 
time strikes at San Francisco 
and San Pedro harbors, which 
seriously interfered with general 
business at both these ports, au- 
tomobile merchants in 48 of the 
58 counties of California pulled 
through last month with a 68 
per cent, 10,285-9,630 sales gain 
over the record of June, 1933. 

Notwithstanding San Francisco 
strike conditions there were 5,335 
new passenger cars registered in 
47 northern California counties 
as against 4,495 last year, which 
was an 18.6 per cent increase. 
The list of the northland’s 10 best 
sellers include: Ford, Chevrolet, 
Plymouth, Olds, Studebaker, 
Dodge, Buick, Pontiac, Chrysler, 
and Graham. Sales of the three 
low priced leaders as a whole 
gained 18.7 per cent, 3,678-3,098. 

Los Angeles county new pas- 
senger car registrations, however, 
fell 185 short of those of last 
June, 4,950-5,135. The ten best 
sellers were: Ford, Chevrolet, 
Plymouth, Olds, Buick, Dodge, 
Willys, Studebaker, Pontiac, and 
Hudson. 





Chrysler Fair Crowds 
Choose Airflow 4 to 1 
Chicago, July 13.—Public pref- 


| erence for aerodynamic design is 


revealed at the Chrysler Motors’ 
track at A Century of Progress, 
where thousands ride daily with 
Barney Oldfield’s drivers in vari- 
ous Chrysler Motor cars of their 
choice. 


To date this year, more than 


| 116,000 persons have been given 


| 


for the handling of labor disputes | 


and labor complaints in both in- 
dustries has been approved by 
Gen. Hugh S. Johnson, recovery 
administrator, They employ ap- 
proximately 100,000 persons. 


It is proposed that the board | 


shall consist of a permanent im- 
partial chairman together with 








| 
| 


complimentary rides. This rep- 
resents a tremendous gain over 
last year when approximately 25,- 
000 persons took rides during the 
same period. 

Of these 116,000 people, some 
92,800 have asked to be driven 
in Airflow Chrysler or De Soto 
models. That is to say, four out 
of five visitors specify definitely 
their wish to be taken around 
the track in Airflow cars. 


How Do You Stand Up in the May Registrations Breakdown? 


PREVIOUS MONTH THIS YEAR YEAR TO DATE (5 MONTHS) 


Increase or LAST YEAR 

Decrease 1934 Increase Per Cent 
May Over or Decrease 1934 Increase or of Total 
April 1934 May May over 1933 Decrease over 1933 Industry 
Units Per Cent 1933 1934 Units Per Cent 1933 1934 Units Per Cent 1933 1934 

— 11389 — 17.7 5449 5310 — 139 — 2.6 19676 22664 -+ 2988 + 152 3.9 2.9 
+ Il + 16 472 683 + «6211 + 44.7 1821 2436 + G15 +338 4 38 
— 5665 — 8.9 52422 57793 + 5371 + 10.2 175192 204121 + 28929 + 16.5 34.5 26.5 
+ 182 + 23.3 395 963 + 568 +143.8 1396 1998 +- 602 + 43.1 3 3 
+ 419 + 4.7 4383 9330 + 4947 -+112.9 13281 25149 + 11868 + 894 26 3.3 
— 3871 — 3.9 10230 9238 — 992 — 9.7 32496 32675 -+ 179 + 6 6.4 4.2 
— 6563 — 7.3 73351 83317 + 9966 + 13.6 243862 289043 + 45181 -+ 18.5 48.0 37.5 
— 898 — 3.4 20929 25524 + 4595 + 22.0 68670 84922 + 16252 -+ 23.7 13.5 11.0 
+ 184 + 5.2 2698 3713 + 1015 + 87.6 9290 9826 + 536 + 58 18 1.8 
+ 2+ &T 1872 1458 — 414 — 22,1 7318 4488 — 2830 — 38.7 1.4 6 
— 2465 — 21.4 8057 9058 + 1001 + 12.4 24189 40188 -+ 15999 + 66.1 4.8 65.2 
— 994 — 2.9 24986 33280 -+ 8294 + 33.2 70141 124835 -+ 54694 + 78.0 13.8 16.2 
— 8197 — 68 37613 47509 + 9896 + 26.3 110938 179337 -+ 68399 -+ 61.7 21.8 23.2 
— 2208 — 13.4 12627 14229 + 1602 + 12.7 40797 54502 -+ 18705 + 33.6 80 7.1 
+ 6048 + 98 32402 67993 -+35591 +109.8 97592 230781 -+133189 +136.5 19.2 29.9 
— 9 — 3.8 256 225 — 81 — 12.1 940 886 — 54 — 5.7 2 ol 
6034 -+ 9.7 32658 68218 -+35560 -+-108.9 98532 231667 -+133135 +135.1 19.4 380.0 
349 — 6.0 3789 5451 + 1662 + 43.9 10847 18006 + 7159 + 660 21 28 
— 461 — 14.6 354 2705 + 2351 +664.1 1407 8983. + 7576 +538.5 8 13 
— 810 — 9.0 4143 8156 + 4013 + 96.9 12254 26989 -+ 14735 +1202 24 3.5 
+ 728 +291.2 * 978 + 978 + * 1426 + 1426 * # 2 
+ 237 + 15.8 1222 17388 + 516 + 42.2 4458 7071 -+ 2613 + 58.6 9 9 
+ 965 + 55.1 1222 2716 + 1494 +122.3 4458 8497 + 4039 -+ 90.6 9 1.1 
+ 224 + 60.1 984 597 — 3887 — 39.3 2286 1822 — 464 — 20.3 4 2 
— 4i1 32.5 364 85 — 279 — 76.6 1801 6838 — 1118 — 62.1 4 “i 
— 52 — 53.6 176 45 — 1381 — 74.4 461 869 + 408 + 88.5 ot 1 
-}- 50 -+108.7 129 96 — 83 — 25.6 532 279 — 253 — 47.6 Jl Pe 
— 3803 — 16.5 1015 1585 + 520 -+ 51.2 4026 5638 -+- 1612 -+- 40.0 8 a 
- 148 + 27.8 802 657 — 145 — 18.1 2837 20386 — 801 — 28.2 6 Rs 
— 20.1 1010 516 — 494 — 48.9 3842 2224 — 1618 — 42.1 8 3 
| 22 11.6 168 211 + 48 + 25.6 705 741 + 86 + 5.1 a a 
+ 258 98.9 369 519 + 150 -+ 40.7 1210 1482 + 222 + 183 2 2 
— 751 — 15.4 3490 4140 + 650 + 18.6 138118 17665 + 4547 + 34.7 26 28 
425 +106.3 2576 825 — 1781 — 68.3 6366 2411 — 4227 — 63.7 1.8 3 
— 11 — 844 155 21 — 104 — 83.2 1151 146 — 616 — 80.8 l P.- 
— 3737 — 1.7 160225 219163 -+58938 -+ 36.8 508262 771479 -+263217 -++ 51.8 100.0 100.0 
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Klingler Points 
Way to Better 
Dealer Profits 





(Continued from Page 12) 


never felt that a good dealer needs 
to buy his business. Dealers tell 
me that competition forces them to 
take certain unprofitable deals; that 
unless they do so they will lose the 
sale. My advice to every dealer is, 
under such circumstances, let your 
competitor make the sale; you are 
better off without it. I think busi- 
ness can be secured through good 
will and good standing plus 
service and sales activities 
have mentioned. 

I believe that every business re- 
flects the man at the head of it. 
The speed of the boss is the speed 
of the gang. As the old saying 
goes, “No parade goes faster 
the elephants at the head of it.” 
That, by the way, is why they put 
the elephants at the head of 


the | 
that I| 


than | 


the | 
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Gabriel Form-Fitting Trunk 


Gabriel Develops 
New Trunk for 


Passenger Cars 





Cleveland, July 13.—The Gabriel 
Co., makers of trunks as separate 
units for passenger cars, have 
announced a new and larger size 
model. 

The first of the company’s 
“form-fitting” trunks were put 
| into production little over a year 
ago. At that time the company 
decided a trunk should be more 
than an attachment at the rear of 
| the car; that it should conform 
| with the contour of the body, and 

the new line carries out this idea. 

The new model is being built 
for Ford sedans, and Chevrolet 
;}and Pontiac four-door sedans. It 
is of all-steel construction, with 





parade, otherwise they would be lost| the wooden floor board elimi- 


way back down on Main street when | 
the show was ready to go on. 

A man in a position such as mine, 
hears all sorts of reactions from 
dealers. In the past few years I 
have had any number tell me that 


they were sick of it all, ready to 
throw the towel into the ring. I 
used to admit their right to do that, 
and then ask them what they 
planned to do later. Go into the 
hardware business? Take up farm- 
ing? Retail merchandise? Grocer- 
ies? I used to ask them to name 
me one business that looked more 
attractive than the one they were 
in. I got some funny answers to 
that one; but mostly I got no an- 
swers at all. 


Everything considered, I feel that 
we came through the depression as 


well as anybody else, and a good 
deal better than most. Today so 
well did the automobile industry 


survive the depression, 
idly is it leading the 
ment that outsiders 
it not only enviously, but covetously. 
Today, for the first time in many 
years, private outside capital is be- | 
ginning to inquire about franchises, 


and so rap- 
recovery move- 
are looking at 


is thinking about investing its 
money in dealerships. 
I believe in this motor car busi- 


ness we still have a grand, excellent | 
future. | 
Most large manufacturers realize 


the very important necessity of 


see- | 


ing to it that their dealers are in a 
position to make an adequate re- | 
turn on their capital. With that 
viewpoint increasing in the minds 
of the manufacturers and it being 
sound business, you and I are going 
to see even better things in the 
motor car industry than any of us 
have seen in the past. 
Pioneer 
in the 
of the 


Newest Type 
Connecting Rod 
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"HIN WALL 


LIGHT WEIGHT 


- RABBITT LINED 
STEEL BACKED 

* ACCURATE 

* DEPE*'DABLE 

* ECONOMICAL 


* REMOVABLE 
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GRAPHITE bale co. 


ee 


CLEVELAND 


| cilitates 
| The additional space is said to be 
| sufficiently large to hold an un- 
| usual 


nated. The hardware is of stain- 


| less chromium, the makers state. 


The length of the trunk has 
been extended from 34 to 43 
inches, and has increased width 
and depth. A wider lid also in- 
creases the opening area, and fa- 
loading and unloading. 


amount of baggage. The 
handle is of the single door lock- 
ing type. 


Due to new methods of manu- 
facture, no holes have to be 
drilled for the mounting of the 
trunk. Extension mountings come 
with the trunk for carrying the 
fifth wheel and bumper, indepen- 
dent of the trunk assembly. The 
trunk rack is eliminated. 





Here’s the newest addition to the Gabriel trunk line. 


The new model 


measures 43 inches in length. 





American Austin to File 
Reorganization Plan 


Butler, Pa., July 13.—The U. S. 
District Court for the Western 
District of Pennsylvania on June 
29 issued an order granting the 
American Austin Car Co. leave 
for the submission and filing of 
a plan of reorganization under 
section 77-B of the Bankruptcy 
Act, and continuing the company 
in possession of its property. 

A hearing will be held by the 
court in the Federal building at 
Pittsburgh July 19 for the pur- 
pose of acting on the continuance 
of the company in the possession 
of its property and assets. 


Schedule Two Hearings 
In Truck Code Cases 


Washington, July 13.—Two pub- 
lic hearings to be held here next 
Tuesday will determine whether 
provisions of the trucking indus- 
try’s code of fair competition 
shall be extended to cover groups 
now operating under other trade 
practice agreements. 

At one session the question for 
discussion will be whether the 
independent code of the cinders, 
ashes and scavenger trade shall 
be scrapped. The other will deal 
with the same question as it re- 
lates to vehicles used in the trans- 
portation of used equipment. 





Chevrolet Chiefs 
Report Demand 
Holding Firm 





Detroit, July 13—H. B. Hatch 
and Felix Doran jr., assistant 
general sales managers in charge, 
respectively, of the Eastern and 
the Western half of the United 
States, who have just completed 
comprehensive tours of their ter- 


ritories, confirm statistical re- 
ports of sustained general busi- 
ness activities throughout the 
country. 


Hatch, who addressed dealer 
meetings in Portland, Boston, 
Providence and Syracuse on a 
trip covering New England, found 
conditions exceptionally good. 
Car sales generally throughout 
the East have held up well, re- 
flecting activity in the various 
local industries, he said. 

According to Doran, Chevrolet’s 
Midwest, Southwest and Pacific 
Coast regions are particularly ac- 
tive, with sales in all lines show- 
ing sharp and constant rises. 


Plan Survey to Show 


Extent of Truck Usage 


Washington, July 13.—The ex- 
tent to which trucks are used in 
the marketing of fruits and vege- 
tables has been made the subject 
of a survey soon to be under- 
taken by the Farm Credit Ad- 
ministration. 

The survey will include the 
states of New York, Massachu- 
setts, Connecticut, New Jersey, 
Pennsylvania, Delaware, Mary- 
land, Virginia and North Caro- 

| lina. 





LATEST CUMULATIVE NEW PASSENGER CAR 


These cumulative figures, showing the number of new automobiles registered in each state during the preceding month are published in Automotive Daily News 


immediately upon release twice weekly. 


Metropolitan New York area which are compiled by Sherlock & Arnold, 


Figures supplied by R. L, Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co. and 




































Originators of THIN WALL Bearings 
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Metallic Colors 
Grow in Favor 


As Car Finish 


Wilmington, Del., July 13.—The 
interest displayed in metallic col- 
ors of late has had a marked in- 
fluence in promoting the popular- 
ity of grey as a motor car finish 
that is excelled only by the 
greater popularity of black, ac- 
cording to the color index of E. 
I. du Pont de Nemours & Co., 
Inc. The majority of the metal- 
lic colors of leading importance 
are weak in brilliancy due to the 


greying influence of their powder | 
Green | 
| This new five-passenger touring sedan is mounted on the standard Hupmobile 117 in. wheelbase chassis. | 


It is now in production and is expected to be one of the most popular of the Hupp series 417 models. | 
The car is equipped with a large trunk capable of carrying suitcases, golf clubs, or other baggage. 


content, the index shows. 
is the only other hue to record 


an advance at this time in com- | 


pany with grey and black. 

The company states that better 
than 70 per cent of motor cars 
built in this country are finished 
in but nine colors plus black. 

Since the advent of calibrated 
duco colors, which extend from 
dark to light in 12 visually cali- 
brated sequences, it has become 
possible to check accurately the 
range of value and variations of 
brilliancy demanded by sales de- 
partments in meeting consumer 
requests, it is claimed, 


2 Dodge Appointments 


Affect Field Forces | 


Detroit, July 13.— Recent 
changes made in the field organ- 
ization and personnel of Dodge 
Brothers Corp. include the crea- 
tion of a Paterson, N. J., district 
consisting of certain dealers for- 
merly operating 


in the North! 
Jersey and Bridgeport districts. ' 


New Hupmobile Touring Sedan 









To maintain factory contact with | 


the new dealer division, E. A. 
Hart, until recently special rep- 


resentative in the New York re- | 


gion, has been transferred as dis- 
trict representative to the Pater- 
| son district. 

Another new Dodge field ap- 
pointment is that of E. R. Gis- 
burne as truck representative in 
the Baltimore and Washington 
districts of the Philadelphia re- 
gion. 


Bear Opens Schools 


Rock Island, Ill., July 13—Two 
new Bear alinement service schools 
| have been opened for the conven- | 
ience of eastern mechanics at 237 


Commerce street, New Haven, Conn., 
and 65 Pearl street, Brookline, 
Mass., with G. H. Kinter in charge 
of the first and V. A. Nielsen of the 
latter. 





Wilding, Inc., Releases 

Two New Sound Pictures 
Detroit, July 13,—Two premieres 
| were given this week at the studio 


of sound pictures for the automo- 
| bile industry. The pictures were 
entitled “Four of a Kind” 
“Timed to a Second” 
respectively for the 
| Motor Corp. and Hudson 
Car Co. 
| “Four of a Kind” is a safety 
| picture with the majority of the 
| important scenes laid at the In- 
dianapolis speedway, during the 
practice periods just previous to 
the last Indianapolis race. 
“Timed to a Second,” the Hud- 
son and Terraplane picture, fea- 
tures Lowell Thomas, well-known 
radio commentator and_ globe 
trotter. A parallel is drawn in 


Plymouth 
Motor 


of Wilding Picture Products, Inc., | 


and | 
and were | 


the picture between the accuracy 
of timing necessary in manufac- 
turing a motor car and the ac- 
curacy of timing necessary in a 
broadcasting station. 


Ruseo Holds Two More 
Clinics in Mid West 

Middletown, Conn., July 13. 
Two more Rusco Brake Clinics 
were held this month, one at Terre 
Haute, Ind., for Loeser and Son, 
Rusco distributor in that com- | 
munity, and the other for Park- 
way Auto Supply Co., Chicago 
Rusco distributor. Approximately 


125 garagemen and service sta- 
tion operators attended each 
clinic. 


S. J. Black, manager of the 
Western and Central States divi- 
sions of the company, acted as 
' master of ceremonies. 








REGISTRATIONS 13 STATES JUNE 1934-33 


The complete cumulative figures will appear every Saturday, until all 48 states or completed United States totals for the month have been printed. 
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A Complete 


MODERN GARAGE 


When you drive to Detroit. 
stop at Hotel Fort Shelby. 
A 500 car garage —with 
complete service facilities 
—is maintained in connec- 
tion. The Sheiby is conven- 
iently located, too — near 
the smart shops, theatres 
principal 
All of its 900 rooms and 


suites have circulating ice 


office buildings. 


water, box-mattressed beds, 
private bath and tip-elim- 
inating servidors. Rooms 


$2 to $10. Suites $6 to $25. 


Three 
priced restaurants. 
lobby Shops for 


convenience. 


popular 


your 





MAYNARD D. SMITH 
President 


DETROIT 
“AGLOW WITH FRIENDLINESS” 





Coming Events 


JULY 
26-27—Atiantio City, N. J. International Asam. 
of Dealer Assn. and Show Managers. 
Summer Convention. 
SEPTEMBER 
9—Wernersville, Pa. Trade Assn. Exeeu- 
tives. Meeting 
9-10—Muskegon, Mich. Automotive Matnte- 
nance Assn. of Michigan. Convention, 
10-14—Cleveland, 0. American Chemical So- 
ciety Meeting. 


; | | 19-21—Atlantio City, N. J. Natl. Petroleum 
United States e a 2 = ~ 3 s va Assn. Meeting. 
, % = ' . on | 21-22—Cleveland, ©. Natl. Assn. Motorbus 
semmanete by > © ws | 2 5 & s = at Ss 2 rs ® 2 is | 5 > 2 52 | ani Annual “Meeting 
onths uw > &§ 2 2 eo & . a 4 x er} s ug a4 22-27—Cleveland, 0. American Transit Asn. 
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Car Conditioning Plants 


Assure Car’s Delivery 


In Good Working Order 


Detroit, July 13.—Car condi- 
tioning plants, a new type of in- 
dustrial building specially de- 
signed to house a new branch of 
motor car manufacture, have 


proved their usefulness to the| 


factory, the dealer, and the car 
, buyer, in their first six months’ 
operation at the nine car assem- 
bly plants of the Chevrolet 
Motor Co. 

This new factory activity, orig- 
inated and used exclusively by 
Chevrolet, is, in brief, the final 
preparation of cars for delivery 
to purchasers. It is, however, 
more than mere oiling, greasing 
and washing; it combines an 
elaborate tightening up, engine 
tuning, road test, and final in- 
spection. 


Assures Uniformity 


It has always been the practice 
in the automobile industry to 
leave car conditioning operations 
to the dealer. Naturally, the 
work varied in effectiveness and 
thoroughness over a wide range, 
according to the dealer’s equip- 
ment, his policies, and the train- 
ing and skill of the labor em- 
ployed. 

Beginning with the production 
of the 1934 models, Chevrolet 
took over car conditioning as a 
factory activity. The change was 
made primarily for the benefit of 
the purchaser, in order that every 
Chevrolet might begin its active 
service under the most advan- 
tageous conditions. The main 
result sought is to raise the gen- 
eral average of owner satisfaction 


|entire shallow basement forms 
|one large open working space, 
| providing good lighting, ventila- 
|tion, and communication for the 
| inspectors. 

Dimensions, total pit capacity, 
and the number of cars per pit at 
the nine buildings are as follows: 


Total 


Size Cars Pit 
Plant (Feet) Per Pit Capacity 

Flint, Mich 281x61 3 78 
Tarrytown, N. Y 322x81 ; 84 
St. Louis, Mo.... 308x80 3 78 

| Oakland, Cal 144x45 3 48 
Janesville, Wis. 240x75 4 48 
Norwood, 0O. 176x80 4 56 
Buffalo, N. Y 12x60 2 46 
Atlanta, Ga 200x40 2 38 


Kansas City ‘Mo 198x80 3 48 
Detailed dimensions of the con- 
ditioning plant at St. Louis serve 


to give a general idea of the lay- 
}out of all the buildings. The 
building is 308 by 80 feet. The 


|open space under the deck and 
wells is 281 by 50 feet, giving 
space for 26 parallel pits, 50 feet 
long, each serving three cars at 
once. A 24-foot driveway for ar- 
riving cars runs from the en- 
trance at the end of the building 
along the head of all the pits. 
Cars leave the pits through over- 
head doors in the side of the 
| building, one opposite each pit. 


Included Equipment 

In all the plants, each pit is 
equipped to form a complete con- 
ditioning unit in _ itself. Two 
moveable supports for lifting 
jacks bridge the pit. One self- 
winding air-line reel for tire in- 
flation is mounted overhead. In 
the pit are projectors to illumi- 
nate the underside of the chassis. 


Prove Value to Chevrolet 























The above diagram shows the pit arrangement with scientific lighting and ventilation where all under- 


ing up of all bolts, engine tune- 
up, lubrication, tire inflation, and 
detailed inspection of all chassis 
and body units. The condition- 
ing is, in effect, a complete over- 
haul of the new car. 

Test Drivers to Check 

Conditioned cars leave each pit | 
at the rate of one every 18 or 20 | 
minutes, for delivery to test driv- | 
ers, who give a final check on the 
test track before delivering them | 
to the shipping dock or the drive- | 
way yard. 

The system of checking and 
inspecting has been worked out 
to give triple assurance that) 
nothing is overlooked. An im- 
portant element in the success of 
the system is the rule that work 
that should have been done on 
the assembly line, if overlooked 
or improperly done, shall not be | 
done in the conditioning plant. | 








just 





While pit men take care of the running gear below, floor men check all parts above deck. Convenience 
of layout speeds work and cuts lost motion. 


by eliminating the variations in 
conditioning work, and giving 
every car an equal chance to per- 
form up to the maker’s standards. 

Improvements in assembly line 
methods and operation that have 
resulted from the conditioning 
plant’s immediate inspection have 
had the effect of reducing the 
work to be performed in the con- 


ditioning plant itself, since 
remedial measures applied in 
production cause the cars to 


reach the conditioning plant in 
more nearly perfect condition 
than formerly. 


Plan of Buildings 


Buildings designed for car con- 
ditioning operations at all nine 
car assembly plants follow the 
same general plan. All are one- 
story skylighted buildings, with 
the floor at the level of the en- 
trance and exit driveways. The 
floor is actually a strongly sup- 
ported deck, only five feet above 
the concrete slab floor of the 
shallow basement. Parallel wells 
in the floor, running across the 
building, form pits over which 
the cars stand while the condi- 
tioning work is performed. Be- 
low the deck, there are no parti- 
tions between pits, so that the 


Flexible metal tubing for attach- 
ing to tail-pipes are connected to 
an induced exhaust system for 
carrying away engine gases. 

A crew of five skilled men, 
picked for their training and ex- 
perience as automobile repair 
mechanics, serves each pit. Three 
of them work below, each doing 
his allotted work as the car 
stands overhead. On the decks 
alongside the pit the other two 
men, each working on his own 
side of the car, look after motor 
tune-up, tightening, and inspec- 
tion, 

In addition to the pit crews, 
each set of five pits has two 

reasers, and two workers to in- 
Stall floor mats, carpets, tool kits, 
etc. There is also one driver for 
each five pits to take the condi- 
tioned cars for delivery to test 


drivers. Over the crew of each 
five pits is an inspector. 
On leaving the assembly line | 


new cars are given a trial run on 
the test track. Cars that do not 


pass the driver’s test are returned | 


to the assembly plant for correc- 
tion; those passing the prelimi- 
nary test are delivered to the 
conditioning plant for complete 
check-up, including the tighten- 


| tailed operations are 


| tendants, 


The test drivers, who have the 
final say whether a car is O.K. 
for shipment, similarly are pre- 
cluded from doing work that 
should be done in the condition- 
ing plant. If, for instance, a test 
driver should detect a_ loose 
bumper, he returns the car to the 
same conditioning pit from which 
it was delivered to him. 

Detailed records are kept of the 
work of each pit, with a sys- 
tematic tabulation of the correc- 
tions that must be made on the 
cars. It is these reports and 
tabulations that have provided 
production departments with in- 
formation enabling them to effect 
changes on the assembly line, 


leading to improved workman- 
ship. 
One hundred and seventeen de- 


listed for 
performance by the five pit at- 
exclusive of the work 
performed by the greasers and 
inspectors. 


follows: 

LASHER’S OPERATIONS: 
Motor—Check water in radiator; 

check oil level in motor; check spark 

plug gap; check Octane Selector set- 





ting and operation; check breaker 


Condensed and/| 
grouped, these operations are as | 


chassis work is carefully checked. 


points; check timing with neon 
light; check that wires are down in 
distributor; check that coil wire is 
up in coil; heat motor until normal- 
ized, tighten cylinder head, mani- 
fold, exhaust pipe and rocker arms; 
set intake and exhaust valves; re- 
check valve adjustment; adjust car- 
buretor and check for gas leaks at 
fittings; idle motor to 6-8 m. p. h.; 
tighten generator attaching bolts 
and check fan belt tension; check 
valve cover gasket for oil leaks; 
check water pump and hose for 
leaks; check splash pan for clear- 
ance at motor and starter; tighten 
motor side mounts; check oil pres- 
sure gauge pipe for exhaust pipe 
clearance; tighten all bolts on back 
of radiator; oil water pump, gener- 

1 


ator and starter; tighten No. 
body bolts; tighten both ends of 
headlamp supports; check clutch 


and brake pedal clearance and 
clutch pedal travel; lubricate radi- 
ator and cowl-to-hood anti-squeak. 
PIT OPERATIONS: 

Brakes—Free cross shaft and ad- 
brake linkage; check front 
brake cables for position; centralize 
brakes; equalize brakes; check and 
lubricate clevis pins and spread cot- 
ter keys. 

Knee Units 
level; check 
ment. 

Grease 
mite brake 


Check toe-in and oil 
radius rods for align- 





Alemite all fittings; ale- 
cables; fill distributor 
and oil pump grease cup; check 
grease in steering gear; check 
fittings for lubrication. 





have been 


“conference room.”’ 
affairs. 
chairs. 


60c. 
dinners, $1.25—$1.50. 


they’ll enjoy it .. 


J. E. FRAWLEY, Manager 


RALPH HITZ, President 








all | 


Paneled in fumed oak. 
Hale and robust foods. 

luxury of a private down-town club—without dues. 
But it’s luxury without luxurious price. Plate lunch, 
Club luncheon, 80c. 


1200 OUTSIDE ROOMS each with $ 
bath and circulating ice water. - 


DIRECTED BY NATIONAL HOTEL MANAGEMENT COMPANY, 


Under Car—Check motor, body 
and bumper bolts; check steering 
gear to frame bolts and Pitman arm 
nut; check drag link and tie rod 
cotter keys; tighten radiator attach- 
ing bolts; tighten front and rear 
fender to running board bolts; check 


running board moulding clips; 
tighten battery clamp bolts and 
check battery connections; tighten 


bolts clamping front and rear brake 
flange; check oil level in transmis- 
sion and rear axle. 
FLOOR OPERATIONS: 

Body—Check and tighten all bolts 
and screws in body; tighten rear 
fender to body bolts; screw down 
floor board; install front and rear 
mats; lubricate door hinges, locks 
and wedge plates; check all electri- 
cal connections back of instrument 
panel. 

Tires and Wheels—Check tire 
pressure; tighten wheel to hub bolts. 
and adjust head- 


Lights—Focus 
lights for opera- 


lamps; check all 
tion. 
TEST DRIVER: 
Road Test-—-Check for motor and 
body noises; check instruments, 
windshield wiper, dimmer switch, 
horn and seat adjuster for opera- 
tion; check motor idling; check op- 
eration of starterator; check opera- 
tion of all windows and ventilators; 
check door fit; check keys in all 
locks; check operation of brakes; 
check for oil and gas leaks; check 
for riding qualities; check that tools 
are with car. 


BIGGEST 


DEALS IN 
DETROIT 


figured out 


on our table-cloths 


The English Grill at the ‘‘Book’’—Detroit’s official 
It’s a man’s affair for men of 


Comfortable arm- 
And drinks. All the 


Plate dinner, 90c. Club 
Cocktails from 30 cents. 


The English Grill is reserved exclusively for men 
during lunch. Bring the ladies for dinner. We know 
. and it’s air-conditioned. 


¢ English Grill - 


MEZZANINE FLOOR 


Book-Cadillac Hotel 


WM. J. CHITTENDEN, Jr., Resident Manager 


3°00 

UP 

INC. 
J. E. FRAWLEY, Vice-President 


Other hotels under direction of Ralph Hitz: HOTEL NEW YORKER and HOTEL 
LEXINGTON, New York; NETHERLAND PLAZA, Cincinnati; RITZ-CARLTON, 
Atlantic City; VAN CLEVE HOTEL, Dayton. 
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Automotive Dividends in 6 Mos. Total $46, 185,000 


34.8% Increase 
Over 1933 Mark 
Of $34,202,000 


By C. J. ALEXANDER 


New York, July 13.—Companies 
operating in the car and truck 
and the parts and accessory in- 
dustries declared dividends in the 
first six months of this year call- 
ing for the disbursement among 
stockholders of $46,185,000, ac- 
cording to a compilation for the 
Automotive Daily News. This 
compares with $34,202,000 in the 
like period of 1933, an increase of 
34.8 per cent. 

With the rubber companies in- 
cluded, the dividend declarations 
in the first half went well over 
the $50,000,000 mark. 

Boards of directors of vehicle 
and parts and accessory concerns 
in June declared dividends aggre- 
gating $2,983,000, as against $1,- 
354,000 a year ago, an increase of 
120 per cent. Car and truck com- 
panies declared payments total- 
ing $859,000, as against $363,000 a 
year ago, up 137 per cent, while 
the parts and accessory compan- 
ies declared $2,124,000, comparing 
with $991,000 a year ago, a gain 
of 114 per cent. 

For the first six months of the 
year, declarations by car and 
truck corporations aggregated 
$32,340,000, as against $28,012,000 
in the like period of 1933, an in- 
crease of 15.6 per cent. Parts 
and accessory firms in the same 
period declared payments aggre- 
gating $13,845,000, comparing with 
$6,190,000 a year ago, up 124 per 
cent. 

Here are the comparative sta- 
tistics for the first six months of 
this year and last: 

Caxr-1Truck Companies 








1934 1933 
eee $ 766,000 $ 782,000 
a 14,307,000 13,230,000 
March ..... 169,000 302,000 
Er 116,000 
a 16,239,000 13,219,000 
re 859,000 363,000 
ae $32,340,000 $28,012,000 
Parts-Accessories 
BD a ces «aa $ 1,745,000 $ 154,000 
Ne osae 0a 4,205,000 1,324,000 
March ..... 1,654,000 909,000 
ee 581,000 995,000 
BS cn akaksae 3,536,000 1,817,000 
I a ass ¢arp 2,124,000 991,000 
DOOR cs ccs $13,845,000 $6,190,000 
All Companies 

eee $ 2,511,000 $ 936,000 
er 18,511,000 14,554,000 
March ..... 1,823,000 1,211,000 
MEE vaiec ce 582,000 1,111,000 
eee 19,775,000 15,036,000 
RT ss tas 2,983,000 1,354,000 
Oe $46,185,000 $34,202,000 

Mid-year cash payments to 


stockholders by the automotive 
industry, including the tire and 
rubber companies, aggregated 
$5,542,000, the compilation shows. 
More than a score of companies 
sent out dividend checks within 
a few days of July 1, including 
Chrysler Corp., which paid a 
regular quarterly of 25 cents on 
its common and an extra of 25 
cents. Payable dates of the Gen- 
eral Motors’ dividends did not 
come within that mid-year 
period. 
Many Pay Dividends 

Among the companies sending 
out checks near June 30 or July 
1 were, in addition to Chrysler, 
Midland Steel Products, Goodyear 
Tire & Rubber, Goodyear Textiles, 
Briggs & Stratton, Perfect Circle, 
Ross Gear & Tool, Electric Stor- 
age Battery, Marlin - Rockwell, 
Wilcox-Rich, Bohn Aluminum & 
Brass, Borg-Warner, General Tire 
& Rubber, Mack Trucks, Electric 
Auto-Lite, Fisk, McQuay,Norris, 
Noblitt-Sparks, Trico Products 
and Waukesha Motors. 

Briggs Manufacturing Co. this 
week notified the New York 


Stock Exchange that the total 
number of,shares of its stock now 
under option had been reduced to 
14,000. The options were exer- 





cised on 1,000 shares during June. 

Attempts to place the Thermoid 
Co. into receivership failed this 
week when the New Jersey 
courts denied an application for 
receivership by a note holder. 
Claims of the applicant that the 
company was insolvent were suc- 
cessfully refuted by the concern. 

The Norwalk Tire & Rubber 
Co. this week declared the regu- 
lar quarterly dividend of 87% | 


cents a share on the preferred |} 


stock, payable Oct. 1 to stock- 
holders of record Sept. 21. 

Estimates of earnings of the 
General Motors Corp. for the sec- | 
ond quarter are being revised up- 
ward in Wall Street as a result | 
of the excellent production and 
sales report for June. Previous 
forecasts had placed the net per 
share for the period at 90 cents 
to $1. It now is believed in 
financial circles that the report, 
due soon, may show well over $1, 
which would compare with 90 | 
cents in the like period of last 
year. The substantial increase | 
in June business over May came 
as something of a surprise. 

Forecasts of Chrysler’s earn- 
ings for the second three months 
also are being raised, with esti- 
mates of $2 or more heard in 
some quarters. This would com- 
pare with $1.80 a year ago. 

Better buying came into the 
motor shares on the New York 
Stock Exchange this week and it 
was rumored that some of the 
investment trust companies that 
sold large blocks of their hold- 
ings of automobile stocks in the 
second quarter were replacing 
them. There was a particularly 
strong demand this week for 
Chrysler and General Motors, as 
well as for some of the parts and 
accessory shares. 

The Automotive Daily News 
stock price averages for the week 
ended July 11 showed the follow- 
ing changes from the preceding 
week: 








Last This 

Week Week Changes 
24 Motors ............ 21.70 22.80 +1.10 
1) Car-truck companies, 22.54 23.69 +115 
10 Parts-accessories 17.69 18.66 +1.00 


4 Tire-rubbers 18.11 18.90 -0.79 


This was the best rally to take 


| the week ended May 29. 
of all the past month virtually | 





| Last Minute Wall Street Wires 


| From C, J. ALEXANDER 
Wall Street Correspondent, Automotive Daily News 





New York, July 13, 3:35 P.M.—Motor shares were moder- 
in slightly more active trading. 
Chrysler closed with a net gain of half a point and 


| 
| 
| ately higher today 
| 


General Motors was up three-eighths for the day. 
performance by the automobile stocks was better than 
that of the market as a whole. 


place in the motor shares since 


Losses | 


were recovered in the one week, | 


with the car and truck compan- 
ies setting the pace and the tire 
and rubber stocks lagging as in 
past weeks. 
recover as much in the past week 
as they lost in the week preced- 
ing, due in part perhaps to the 
continued uncertainty as to the 
1934 prospect for crude rubber 


| consumption and prices. 


the motor 
in some 


The strength in 
stocks was attributed 


The rubbers didn’t | 


quarters to the reports that the | 


earnings reports for the second 
quarter would be better than ex- 


pected for a number of the car | 


and truck companies and parts 
and accessory concerns as well as 
General Motors and Chrysler. 


Briggs & Stratton Doing 
10-Year Record Business 


Milwaukee, Wis., July 13.—More 
gasoline motors have been sold so 
far this year by Briggs & Strat- 
ton Corp. than in any comparable 
period since the firm began mak- 
ing these units 10 years ago. 

Federal funds have of late ma- 
terially helped improve the farm- 
ers’ purchasing power, and as 
about 86.6 per cent of farms in 
this country have no electricity, 
the sales of gasoline motors in 
this field have turned up. 


| NRA, 


The 


Gasoline Pump Industry 
Submits Code Costs 

Washington, July 13.—A budget 
of $27,720 covering the cost of 
operations of the code authority 
of the gasoline pump industry 
was submitted to NRA for ap- 
proval this week. Announcing 
its receipt, recovery officials 
served notice that criticism of, 
and suggested amendments to, 
the proposed budget should be 
submitted to Joseph Dilworth, 
deputy administrator, prior to 
July 23. 

The basis of contribution set 
forth in connection with the pro- 
posed budget, as announced by 
is one-fourth of one per 


cent of net domestic sales. How- 


| ever, retroactive to June 1, 1934, 


| this 


is increased to one-half of 


| one per cent until funds are avail- 


able to pay the expense of the 
code authority for two months in 
advance. Thereafter, the rate is 
to be reduced to one-fourth of 
one per cent for the remainder 
of the year. 


Joins Chek-Chart 


13.—Walter 


Chicago, July 
the Chek-Chart 


Blaine has joined 


Corp. as associate editor of Chek- 
Chart. Blaine has been continually 
active in automotive design, produc- 


tion and lubrication work since 1910. 





AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY JULY 13, 1934 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 








High Low 


1934 1934 NEW YORK 
NEW YORK 
23% 1334 Allis Chalmers Mfg. .... 
33% 18% American C. & F. ...... 
17% 8% American Woolen ...... 
57% 22 Auburn Auto (2) ...... 
23% 135, Bendix Aviation ........ 
6834 4006 Bombe A. @ DB. 2cccesccscs 
285% 20% Borg-Warner ........... 
19% 12 PE Cn sssecneaupas 
7% 5% Budd Mfg. Co., E. G.... 
5% 2% Budd Wheel Co. ....... 
603% GG CRIUEIEE aaccctisccienees 
2814 15% Collins & Aikman ...... 
35% 1854 Commercial Credit ...... 
50 38 Coen Cee BD cccccaces 
59% 3534 Commercial Inv. T. (2). 
2% 1 Continental Motors ..... 
5% 2% Curtiss-Wright ......... 
12% 5% Curtiss-Wright A ....... 
1037¢ 80 du Pont de Nemours ... 
22% 13) eS Peer eee 
314% 18! Electric Auto-Lite ...... 
52 40 Electric Storage Battery .... 
27% 9 Evans Products ......:. 
834 4! Federal Motor ......... 
25% 165% Firestone T. & R. ...... 
12% 1134 General Elec. Spec. 
42 293 General Motors ......... 
28% Ree, Ge aces ci edcesnsdae 
18 12% Goodrich, B. F. ........ 
41% 25% Goodyear T. & R........ 
4! 2 Graham-Paige .......... 
6% 1% Hayes Body Corp. ...... 
67% 3% Houdaille-Hershey B ... 
23% 11 Houdaille-Hershey A ... 
24} 8% Hudson Motor ......... 
7% 3% Hupp Motor ...ccccccess 
467% 30 Inter. Harvester ........ 
66% 44 Johns-Manville ......... 
4% 2 Kelly-Spring. Tire ...... 
14% 8 Lee Rubber & Tire .... 
437% 27% Libbey-Owens-Ford Glass ... 


(606)... 





Last Sale High Low Last Sale 
July 13 July 6 | 1934 1934 July 13 July 6 
19! 12% Lesdium Steel ..ccccccccccce 13% as 
cose, eee 15! 413 2394 Mack Tracks (1) cccoscceses 26% 26} 
ace at 20! 32 20 Marlin Rockwell ........... 201% ee 
coer 10% 10" 12 7% Moto-Meter G. & E. ....... 9 84% 
neve mee 24 443 21! Motor Products ....cccesese 25 baa 
ace” ae 15! 16! 8! a kp eaane ae 9% 8% 
ccm ee 57 115% 6 ee error ey 6% 6% 
seen eee 221% | 32% NG RN Sie hd aid one ek ald 17% 17% 
ee Sees 17% 6% | RO nr eee arte ar 3% 3! 
a 5% 6 6% 2 ORIN ek 2a on a ae 24% 2% 
od 3 2% | 23 16 Raybestos Manhattan ....... 17 17 
cone “Eee 4078 51 3 ARE Pree Tee 3 31% 
eee ane 1534 | 253% 15 Republic Steel Corp. ........ 167% 1654 
eee onee 29 8 354 Sparks-Withington .......... 4% 5 
cece Meee , 1054 6% Stewart-Warner .......--c0+. aa 7 
anes) ee 5614 9% 4 Oe cae ech nuak> 4 4% 
ee 1 1 9% 5 TEE TM. cc cceaceveeeke 5 5 
oe 3 3:4] 20% 13 Thompson Products ........ 1374 13! 
ey 9% 9%] 41 2634 Timken Roller Bear. ....... 301% 29! 
sose ORM 901% | 40 33 Tee PES kd ccscedes 37% 373 
cnee. a 16% | 507 3574 Union Car. & Carb, (1) . 443% 435 
eee 223 211 647% 37 U, S. Industrial Alcohol .... 42% oan 
43 24 ee ete (sw was 18 18 
sane ee 231 47% 30% West’house E. & M. ........ 371% 37 
acts 45% 4% 7% 4 ee, TE. nae kadavena'’s 4 4% 
sacs. aoe 173% | 22% 15 Young Spring & Wire ..... 17% 16% 
ve — CHICAGO 
eae 257% 241 3% 2% Asbestos Mig. Naik bk epee ae 2% 2% 
wall 121 13 +110 : 434 Bastian Blessing ere is Oi ee 5 otto 
pata 27% 27% 23% 1354 Bendix DOOM onc cceenens 15% 14% 
ae 2 2% 28% 20% Borg-Warner .........--ee0% 22% 22% 
' es 256 27% 23 ; 11 Houdaille-Hershey Pixs okseus 20% 201 
a 37% aa 6% 334 Houdaille-Hershey B ....... 3% 3% 
ie 2014 20% 16 9% Modine Mfg. aaa niaane nea 16 16 
oe oy 934 32% 23 Perfect Circle a te 2914 29% 
wre 3 3% 2% $4 Pines Waterfront ........... % 5% 
a 32% DETROIT 
— a 53% 6% So re eee 4 
aoc 2% 2% 3% 1% Hoover Steel Ball .......... 1% 
oer 11% | 74 50% Parker Rust Proof .......... 54 
31% 31%] 8% 4% Timken-Detroit ............. 6% 


















E. 
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Riupine’s Power 
Output Raised 
88% Since 1925 


New York, July 13.— Remark- 
able advances have been made in 
the development of the automo- 
bile engine in the past nine 
years, it is shown by a study re- 





ported to the American Petroleum 


Institute by C. D. Hawley and 
Earl Bartholomew of the engi- 
neering laboratories of the Ethyl 
Gasoline Corp. 

Average power output has been 
increased 88 per cent. The horse- 
power of the smaller, and by far 
the most numerous, cars is now 
two to four and one-half times 
the 1925 figures. 

Increases in power, it is pointed 
out, most necessarily come from 
increases in either displacement, 
speed, or brake mean effective 
pressure. 

“The average engine now has 
14 per cent greater displacement 
than in 1925, and there has been 
no change in this figure during 
the past two years,” it is ex- 
plained. “The automobile engi- 
neering fraternity is convinced 
of the folly of a displacement 
race, and is concentrating its 
efforts on a better utilization of 
a given cylinder capacity and 
weight of metal. 

“The average 1934 engine has 
a power peaking speed 30 per 
cent higher than in 1925, and 
there is no indication that the 
limit has been reached. Because 
of the high torque requirement 
of the automobile engine over its 
entire speed range, it has not 
been possible to alter valve tim- 
ing to favor the higher speeds; 
instead the better high-speed per- 
formance has resulted almost e2- 
tirely from freer breathing and 
higher compression pressures, 
which also improve low-speed 
torque. 

“Brake mean effective pressure 
at the power peaking speed has 
increased 27 per cent. In other 
words, every cubic inch of engine 
delivers 27 per cent more power 
at a given speed than it did in 
1925; and, at the same mixture 
ratio, there is a corresponding 
improvement in specific economy. 
Average compression ratios have 
gone up 30 per cent, and com- 
pression pressures 46 per cent.” 


Olds June Retail Sales 


Ahead of Year Old Mark 

Lansing, Mich., July 13.—Olds- 
mobile retail sales for the month 
of June are 91 per cent ahead of 
the same month last year, ac- 
cording to D. E. Ralston, vice- 
president and general sales man- 
ager for Oldsmobile. 

“Sales for the first six months 
of this year are 90 per cent ahead 
of the same period in 1933,” said 
Ralston. “Reports from our deal- 
ers in all sections of the country 
are very optimistic and there ap- 
pears to be no slackening in pub- 
lic demand for the Oldsmobile 
six and straight eight.” 


G.E. Business Gains 

Schenectady, July 13.—Orders re- 
ceived by the General Electric Co. 
for the second quarter of 1934 
amounted to $54,005,988, compared 
with $35,539,858 for the second 
quarter of 1933, an increase of 52 
per cent, Gerard Swope, president, 
announced today. The second quar- 
ter of 1934 was the largest since the 
third quarter.of 1931. Orders re- 
ceived for six months amounted to 
$92,154,642, compared with $61,051,- 
502 for six months last year, an 
increase of 51 per cent. 





“Courtesy Car” Sale 

Detroit, July 13.—A special sale 
of “courtesy” Airflow De Soto cars 
used during the Rotary Interna- 
tional Convention here will be held 
this week by Louis Rose, Detroit 
distributor for the De Soto Motor 
Corp., and his associate dealers. 
Rose purchased the “courtesy” cars 
from the De Soto factory. He is 
selling them at reduced prices. The 
factory is co-operating in the sale. 





















IN SALES 


AMONG all wanes OF CARS! 


*Fourth in the industry —exceeded oly by the three lowest-price cars—that’s the national 





sales record Oldsmobile made in May! And sales for the first six months of this year were 
| 90% ahead of the same period last year. This in spite of the fact that the first shipments 
| of the Oldsmobile Six were not made until after March 1st! What does this prove? Two 
: things. First, that America is willing to pay the little more it takes to get the extra roomi. 
ness, comfort, power, beauty and economy that Oldsmobile offers. Second, that when so 
many people are so quick to recognize outstanding value there must be a good reason— 
a reason it will pay you as an automobile dealer to investigate. Oldsmobile is definitely 
entrenched in the low-price field with its big economical All-Feature Six . . . establishing 
new records with its Straight Eight by selling 30% of all cars in its price range. And 
there is no slackening in demand for Oldsmobiles. If you are interested in a franchise that is 


"unsurpassed in profit possibilities write or wire Olds Motor Works, Lansing, Michigan. 


*R. L. Polk & Co. Official May registration figures. 6 5 f} 


Sixes $650 and up, Eights $885 and up, 

list prices at Lansing, subject to change 

without notice. Spare tire with lock, 

metal tire cover, bumpers front and rear, 

and rear spring covers built in all cars 
at extra cost. 














